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Don’t let your feet swelter 
through another summer! 
Let these ventilated Master- 
Fitters* (white or tan) 
breathe in the coolness and 
pump out the heat—while 


struction uplifts your arches. 
(The 2-Way Arch-Bracer 
and the arch-cushion heel 
are a boon to any foot.) The 
Freeman dealer is a man 
you should meet. We'll tell 


Style Book and name 
of nearest dealer. Free- 


Freeman style-and- 
value uplifts your 

its and Freeman 
“Arch-i-tected” con- 


119 
In-Stock Sizes 
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you where to find him man Shoe Corp., 
—and the best shoes Beloit, Wisconsin. 
you’ve worn for many 


a day. *Reg. U.S. Pat. Off. 


FRE EMAN Muster jitters 


WORN WITH PRIDE BY MILLIONS 





You'll Make a Name for Yourself! 


what other shoes you sell, there is a gap for “‘Master- 


It’s easy to get yourself talked about as a merchant 
who fits shoes right—if you let Freeman “Master- 
Fitters” carry their full share of the responsibility. 
These remarkable shoes just naturally fit your 
hard-to-suit customers. They are correctly designed 
—and there is a size for every foot. No matter 


Fitters” to fill—to round out your service to 
customers and brighten your profit picture. The 
complete Freeman line offers many such opportunities 
—right down the line! Investigate. Send for the new 
1937 Style Book and ask our representative to call. 


FREEMAN SHOE CORPORATION 


BELOIT, WISCONSIN 
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VOICE of the TRADE 


THE forty-hour week is a retail 
pain in the neck for all the big 
stores and a great many little 
stores in Paris—for Paris stores 
stay closed on Monday and the 
shopping centers are pretty well 
deserted. For years it has been 
the habit to open stores Monday 


i$ A FORM OF SHARING 
File weacre 





noon—and whether it was because 
of the Monday morning hang-over 
or Blue Monday or the custom of 
the country, we know not but the 
all-day Monday closing is preface 
to the possibility of a four-day 
week for business some day in the 
future. In Paris, all of the banks 
and most of the offices close all 
day Saturday. The clerks and em- 
ployees in stores, once so keen for 
shorter working hours, are now 
wondering how they can make a 
living with the forty-hour retail 
week, 

Hours are the big problem at 
retail and from now on we can see 
a system of forty hours hooked up 
to a machine, where the rate of 
production is keyed to the RPM 
(rate per minute) of machinery 
but at retailing, it’s a different 
story. There is no measurement 


for CPM (customers per minute). 
Many a customer of shoes takes 
an hour or better and the time 
is considered usually well-spent if 
a satisfied customer is made, for 
subsequent sales compensate for the 
time taken. There can be no regi- 
mentation of customers to fill the 
forty hours complete with direct 
selling effort. Therefore, at retail, 
the clerk’s time may have spaces 
of idleness, but it is obvious that 
he who waits may also serve. 
The greatest irritant of all at 
retail today is the Saturday after- 
noon work period. Thousands of 
employees this year enjoy a full 
Saturday of work freedom. Not so 
with clerks, buyers and proprietors 
of stores. Saturday is the day of 
harvest. Many a_ business clicks 
the cash register to a Saturday tune 
that may represent 50 per cent of 
the intake of the week. In service 


1CAN ONLY SHOP 
AFTER MY OWN 
WORK HOURS 


‘on 





to the customer, hours cannot be 
limited to a sharp forty, although 
it is true that in department stores 
and downtown specialty stores 
clerks may work but forty hours, 
but the time is staggered and spe- 
cial shifts of employees come in 
at the high tide of traffic. In sub- 
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urban and urbau stores and stores 
in small communities, shoe selling 
is at the convenience of the cus- 
tomer and if people generally wish 
to shop after their own work hours. 
the stores, to serve, must remain 
open for the customers there. The 
big fight is soon ahead and there 
should be universal opposition to 
a limitation of selling hours to any 
lorty-hour measuring stick in all 
stores, every where. 


MEAVE you a linguist in your 
store? 

Fifty Danes with sensitive feet 
but no knowledge of the English 
language, invaded the shoe depart- 
ment of Feibleman-Sears of New 
Orleans a short time ago. Particu- 
lar with their footwear, the Danes, 
students off the DENMARK, a 
Danish merchant marine training 
ship which was in port at the time, 
presented a problem to the man- 
ager of the shoe department. Niels 
Jacobson, a member of the person- 
nel department of the store, came 
to the manager’s rescue and in a 
short time the Danes were wearing 
bright new shoes and smiles. 

Another hurry call was sounded 








for Jacobson when sailors from the 
German tramp steamer ANHALT 
were in the store, with definite 
ideas of what they wanted but no 
one to interpret them for the clerks. 
The ship had been away from Ger- 
many for some time and was on 
its way to Australia. 

New Orleans being a cosmopoli- 
tan port, such occurrences are 
bound to happen now and then. 
So, Niels Jacobson became Feible- 
man’s official linguist. A native of 
Denmark, Jacobson was educated 
there and at Heidelberg, Germany. 
He is 33 years old. He reads, 
writes, speaks and understands six 
languages—French, English, Nor- 
wegian, Danish, German and Swed- 
ish—and he can generally make 
himself understood, no matter what 
language the customer speaks. 


* * * 


eB AMES H. STONE, secretary of 
the New England Shoe and Leather 
Association, appeared before the 
Massachusetts Committee on Labor 
and Industries, in favor of the State 
Labor Relations Act—the purpose 
and provisions of which was to 
make labor responsible fer its con- 
tracts, acts and obligations. He 
said: 

“Ali we are asking for is that 
when a union or a voluntary asso- 
ciation enters into a contract with 
an employer, it shall be held to 
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the same legal responsibility as the 
employer. We feel that the em- 
ployer should have the same right 
as the union in the matter of en- 
forcing a contract for alleged or 
open breach of contract. 

“All we are interested in is sta- 
bility of contract, the binding of 
both parties, so that buyers of shoes 
throughout the United States can 
feel that if an issue arises between 
employer and employee there will 
be no cessation of production and 
that orders will be filled. That is 


paramount.” 











—Money is a medium of exchange. 

—Capital is that part of a man's 
stock which he expects to earn 
him revenue. 

—In our complicated industrial and 
economic system, Capital has 
many ingredients but its sine qua 
non is Money. 

—Industry cannot function without 
Capital 

—Capital is sterile unless it can ex- 
press itself in Industry. 

—In short, Industry is Capital in 
action. 


Zece 6 THE 


President 





A. D. LEWIS, brother and asso- 
ciate of John L. Lewis, president 
of the Committee on Industrial Or- 
ganization, when asked by the 
RECORDER representative, Morgan 
Farrell, “What does the C.I.0. con- 
template doing in the way of or- 
ganization of labor in_ retail 
stores?” replied: 

“We are doing nothing at pres- 
ent in the way of organizing retail 
business labor. The C.I.0. is a 
Committee and not a federation of 
trades unions. Its president is John 
L. Lewis, its treasurer Sidney 
Hillman and its secretary Charles 
P. Howard. Its members are the 
heads of the unions affliated with 
it. Its purpose is to aid in the 
formation, growth and attainments 
of purposes of unions within sin- 
gle industries. This it does by con- 
ference with the officers, organizers 
and members of such unions, at 
which they are given the benefit of 
the Committee’s experience and of 
its own organization. 

“The industrial unions remain 
autonomous bodies in the plainest 
sense of the word. They are merely 
affiliated with the C.I.O. by mutual 
agreement. Each industrial union 
continues to act for itself.” 

* * *# 
HB OB ROBERTS, the popular calf 


leather salesman who retired a dec- 
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ade ago, to sit beneath the shade 
of his orange trees in Deland, Flor- 
ida (after having sold leather for 
over half a century for the Carl E. 
Schmidt Co., Inc.), was visited by 
Barney Bowen, vice-president and 
western manager of the Boot AND 
SHoe Recorder. Bob is _ hale, 
hearty and 82 and the inevitable 
cigar, usually unlit, is part of 
his enjoyment. He keeps posted on 
the trade, week by week, by read- 
ing the RECORDER. 

He sends greetings and saluta- 
tions to one and all. 

* * * 

eJ ON BATA, who is now complet- 
ing a world-wide survey of shoe 
markets, captured the imagination 
of the press in every land when 
he said that he maintained twenty- 
one airplanes in his hanger at 
Zlin, to keep him in touch with 
his shoe factories in the Orient 
and his agencies in Europe and 
Africa. 

“War may come if trade 
doesn’t?” he was asked; and re- 
plied: “But if war breaks out in 
Europe, it is going to leave Japan 
the dominant nation of the world. 
We’re either going to have an ex- 
change of money, men and goods, 
or the only alternative—an ex- 
change of guns, prisoners of war, 
and deaths.” 





eJ OSEPH S. WALLACE, manager 
of the Huggin’s shoe store on Wil- 
shire Boulevard, Los Angeles, says: 

“This season all the interest is 
in the unusual. Just an ordinarily 
smart shoe does not even excite 
passing interest. Even though the 
lower cut patterns are coming in 
for Fall, our patrons are still 
strong for the high cuts for Sum- 
mer. They want them cut high 
and open. Something smart and 
colorful, regardless of the price, 
will sell in the top grades and will 
be bought in groups of colors, too, 
by dozens of women. Right now a 
braided leather oxford in British 
Tan, Coronation Blue and Green, 
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piped in contrasting colors is walk- 
ing right out. This shoe has a very 
flexible belting sole, so that it is 
so very soft and comfortable that 
none can resist buying all the 


colors.” 
x * * 


THE Children’s Styles Committee 
(at the recent styles conference) 
recommended a new size run, in 
the belief that there was a definite 
cleavage of size classifications as 
follows: Boys’ Special—12%% to 
3; Boys—l to 6; Big Boys—614 
up. The interesting thing is to 
notice that they give a classifica- 
tion: “Big Boys—614, up.” The 
question is—“How far up is up?” 

In girls’ shoes, for example, 
there is a run—3 to 9. Many an 
adult woman wants the height of 
heel and shape of a girl’s shoe 
and puts her foot into that classifi- 
cation—with the additional econ- 
omy of buying a girl’s shoe at a 
girl’s shoe price. 


% ot * 


G@OVERNOR HURLEY of Massa- 
chusetts was the guest of the Boston 
Chamber of Commerce. He wears 
shoes size 12 B; but as a result 
of a deep, dark plan on the part 
of the Chamber heads and a dozen 
or so manufacturers, he won’t make 
that fact known to a shoe store 
clerk for some time to come. 

The reason is that thirteen pairs 
of beautiful shoes, a complete foot- 
wear wardrobe, were presented to 
him at the dinner by President 
James B. Fraser of the Chamber. 
The attractive “stock,” which ex- 
cept for size looked like the cream 
of samples, ranged in style from 
formal black patents to doggy 
walking shoes of the most robust 
sort. The majority were hand- 
lasted and custom made, and 
looked it. When President Fraser 
made his brief but eloquent pres- 
entation, Governor Hurley hardly 
dared to believe his ears, for at 
the close of his own speech he 
checked up by asking: “Did you 
mean what you said? All of 
them?” 

Assured they were his, he beamed 
and expressed his thanks warmly. 
“If I live a long time, I'll probably 
get to wear them all, But in any 


case, I have a boy coming along 
who can no doubt help me out be- 
fore long.” 

The shoes were specials, made 
by the Geo. E. Keith Company, 
Diamond Shoe Company, M. A. 
Packard Company, W. L. Douglas 
Shoe Company, Howard & Foster 
Shoe Company, Doyle Shoe Com- 
pany, Field and Flint Shoe Com- 
pany, Chas. A. Eaton Shoe Com- 
pany, Geo. Merritt Shoe Company, 
Stacy-Adams Shoe Company, FE. E. 
Taylor Shoe Corporation, Old 
Colony Shoe Company and the 


Stone-Tarlow Shoe Company. 
: rey cae 


MIEIER SWOPE, the dean of re- 
tailing in St. Louis, now in his 
87th year, walked down memory 
lane to Springtime in 1867, when 
Swope’s of St. Louis was started 
as a shoe store by his brother. 
Meier was in the store from the 
very beginning and has seen the 
progress of shoes for three-score 
years and ten; and even though he 
retired in 1936, he keeps his con- 
tacts. 

We, on the RECORDER, are again 
awaiting his note to send the book 
to his Summer vacation home in 
Ogonquit, Maine, where he has 


been an avid reader for fifty-six 
years. 
* * * 

‘SI T is a keen business we are in,” 
remarked Albert Gude, just before 
he left Los Angeles on his Eastern 
market trip. “There is lots of 
worry in it, but there is lots of 
fun. Something new is happening 
all the time which makes this shoe 
retailing more and more fascinat- 
ing. Right now lines are all impor- 
tant. A few years ago we never 
thought much of the lines in our 
shoes. Patterns and lasts are almost 
the Number One thing now in shoe 
buying selection. Each type of shoe 
and each material must be studied 


for the right lines.” 
* 


* * 


SSWWHY do animals stretch? Na- 
ture demands constant muscle flex. 
Why do you stretch? Because 
muscles need stretching. Tired arch 
muscles need flexing too,” is the 
philosophy back of the Ground 
Gripper Shoe advertising this sea- 
son. The illustrations dramatize 
the same. 

It’s the new angle to the old bat- 
tle between rigid and _ flexible 
shanks—with Ground Gripper say- 
ing: “Flex as Nature intended.” 








'BLIVVIE SHOE 
PERSONNEL 
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"Il got a reference here from Glook Shoe Company. | worked for them 
one week and they're satisfied.” 
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You may even find 
that outsiders be- 
gin to “picket” your 
store without any 
real support from 
your men, 


a 


AND so, Mr. Shoeman, you were just about to turn 
this page with the remark that labor unions are noth- 
ing in your life! 

You may be right, today. You may be right—to- 
morrow. But before two or three years have passed, 
it is more than a possibility that a hard boiled agent 
of the Retail Shoe Salesmen’s Union will be holding 
over your head a club marked “Boycott,” while he 
hands you a pen to sign an agreement with the Union 
for your salesmen which he himself has drawn up. 


MUBRAY ¢. FRENCH 


‘True, you have always treated your salesmen well. 
You have always paid them current wages. You are 
a highly respected citizen. Your clerks are loyal and 
satisfied. It is unthinkable that they should suddenly 
gang up and pounce on you, their friend, with a lot of 
unreasonable demands! 

But when that time comes your salesmen will have 
practically nothing to say about it. They will be more 
or less dazed by the entire proceedings. The demands 
will be made by an outsider, one who, you will find, is 
skilled in such things. 


YOU may even find that outsiders begin to “picket” 
your store without any real support from your men— 
apparently with the sole purpose of harassing and 
coercing both you and your salesmen. This type of 
picketing has actually occurred, and is actually now 
going on in certain cities. Not a man in the store a 
member of the Union, and no one apparently interested 
in the Union! Yet the business of the merchant con- 
tinues to be damaged by “professional” pickets who 
have no connection, past or present, with the business. 
While this type of picketing is not permitted by the 
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Shalit Labor Unions Dictate 


laws of some states, it has already taken place in other 
states where there is no legal redress. Wherever such 
methods can legally be used, there is even more greater 
danger of a ruthless attack upon the innocent-bystander 
merchant. 

Let’s see what will happen when the Retail Clerks 
International Protective Association (RCIPA) decides 
to “organize” your town—they are beginning now in 
the big cities and working down. You will be handed 
a contract which you will promptly turn down as un- 
reasonable. 

You will immediately be put on the “unfair” list, 
and members of other unions will be ordered to cease 
trading with you. The Teamsters’ Union will refuse to 
deliver shoes to your store. The Printers Union will 
see that you get no printing. If you hire “scabs” your 
store will be picketed. All under the sanction of the 
A. F. of L. 

(I know labor unions from the inside, for in my 
young days | was a shoe salesman by day and a pro- 
fessional musician by night, a member and officer of 
Local 463, American Federation of Musicians. ) 

Of course you and your clerks don’t want any labor 
trouble. In fact you have often publicly proclaimed 
your friendship for labor. But you have never before 
brushed up against labor as a fighting unit. So you get 
You read 


out the contract you once refused to sign. 


il over. 


ET is hard to tell just what that contract will say, but 
it will probably be patterned after one drawn up by the 
Retail Shoe Salesmen’s Union of a big city. Its main 
points, condensed, are somewhat as follows: 

1. Minimum wages per week for regulars; a flat rate 
per day for extras. 

2. A closed shop. The employer does not hire an 
employee direct. Instead, he applies to the union for 
a man. “The Union shall be the sole judge of the 
eligibility and good standing of its members and it 
agrees to supply the employer with experienced and 
competent salesmen. It shall use its best efforts as a 
labor organization to aid and assist in the conduct of 
the employer’s business by furnishing such competent 
employees and by maintaining proper supervision of 
the conduct of its members.” 

3. If no suitable union man is available the employer 
may recommend to the Union a non-union man, but he 
must join the Union after a two weeks’ trial period. If 


Shoe Selling? 


he refuses to join the Union the employer must dis- 
charge him or pay a fine to the union. 

4. If the employer wishes to discharge an employee 
he serves notice on both the employee and the Union. 
A board of arbitration representing both sides decides 
whether “the causes for the discharge of said employee 
are valid and substantial and are not solely the result 
of personal prejudice—.” 

If the employee is discharged he must be replaced 
by another at no lower salary. 

5. If an employee fails to report for work or fails 
to comply with Union rules, the Union may forfeit his 
employment, in which event the Union may designate 
some other “equally competent” shoe salesman to fill 
the position at the same salary. 

6. Store hours are regulated. Two weeks vacation 
with pay is required. 

7. If a store does not employ any salesmen then one 
of the partners must become a member of the Union. 


HEOW will you like that? The Union will demand the 
deciding voice in your hiring and firing, in your wage 
scale and in your store hours. It will thus “aid and 
assist in the conduct of the employer’s business.” You 
can readily see that your friendly salesmen had no hand 
whatever in drawing up that contract. It was written 
by professionals. 

Don’t shake your head and say, “This could never’ 
happen to me in my little store.” All last winter the 
retail clerks’ union was busy trying to get a foothold 
in the department stores of most of our large North- 
central cities. In some of them serious and prolonged 
labor troubles resulted, but fortunately these were for 
the most part kept out of the daily press of other cities. 

The large stores are being attacked first; the small 
stores will come later. It is significant that last October 
the American Federation of Labor, meeting in Atlantic 
City, adopted a resolution promising all possible help 
to the Retail Clerks International Protective Associa- 
tion. 

“Help” is an indefinite term, but in union parlance 
it usually means upholding sympathetic strikes. It 
means financial and organizing aid from the strong 
and wealthy unions. It means putting behind local is- 
sues the moral support of a national organization skilled 
in molding public opinion. 

In retail selling, the personality of the salesman is 
As personalities differ, so does 

[TURN TO PAGE 42, PLEASE | 


the important factor. 
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Can A “WIDE SERVICE INDUSTRY” Be 


THE hearings by the Board of Public Contracts for 
the purpose of setting minimum wage requirements for 
manufacturers of men’s welt shoes in bidding for Gov- 
ernment contracts under the Walsh-Healey Act, were 
held in the Department of Labor Building, Washington, 
D. C. on April 29. Representatives of manufacturers, 
labor organizations, regional industrial associations and 
the Department of Labor were heard and the matter 
then taken under advisement by the Board for final de- 
termination later. 

This is the sixth class of wearing apparel to come up 
before that body for wage-setting. Thus far only one 
has been settled by order of the Secretary of Labor, 
whose decision is final according to the provisions of 
the Act. That one was the men’s work clothing industry, 
in which the Secretary ordered a $15 minimum wage 
for a 40-hour week. 

Closing the men’s welt shoe hearing, Chairman Frank 
Healey of the Board stated that the matter of establish- 
ing minimum wages in the industry is highly complex, 
involving as it does, questions of law, upon which the 
Solicitor General must pass. It may be inferred, there- 
fore, that an immediate decision is not to be expected. 

The questions involved, apart from the constitution- 
ality of the law, the meaning of certain passages and the 
correctness of the Secretary’s ruling in the work gar- 
ments case, are: 

(1) Should there be a flat or a differential mini- 
mum? And if the latter, should the minimum vary ac- 
cording to the sex of the worker, the cost of living, the 
location of the plant, either geographically or in small 
or large communities? 

(2) Should the wage-setting be limited to men’s welt 
shoes only or extended to include all shoes? 

(3) Should piece-work rates be taken into considera- 


tion? 


WHILE it may appear that only the first question 
falls within the scope of the hearing, enough stress 
was laid upon the other two to make it reasonably cer- 
tain that the Board will take them into consideration. 

One speaker stated that he found that the Marine 
Corps purchasing department had on its list 12 shoe 
manufacturers from whom it requests bids, the Navy 
Department has 26 and the Q.M.C. 44. As there is some 
overlapping the total number of shoe companies is thus 
about 50. Now, what happens when they are invited to 
bid? On March 8, the War Department sent out 39 
invitations; a single bid was received. On March 19, 


44 invitations were sent out and 4 bids received. On 
March 23, 43 invitations were sent out and 5 bids 
received. 

The reasons why more manufacturers do not bid for 
this class of work appear to be: Apprehension as to the 
severity of the regulations to which they automatically 
subject themselves; unwillingness to change over plant 
and equipment, possibly to the loss of staple business; 
inability to handle such large orders. 

It is significant that much time was devoted to this 
matter of securing more bidders for Government shoes, 
during a hearing on minimum wage determination. It 
shows that the authorities are fully alive to the fact that 
a severe interpretation of the Walsh-Healey Act may 
leave the Government, in this field at least, without any 
bidders at all. 

Jay O. Ball, President National Boot and Shoe Manu- 
facturers Association, made the following statement: 


¢6§,T was not the intention of representatives of the 
National Boot and Shoe Manufacturers Association to 
make any formal statement at the hearing today; but 
tc be present as listeners to learn of the problems in- 
volved and to give information and render such as- 
sistance as we might be able to the Public Contracts 
Board or to manufacturers in attendance. However, in 
view of some of the general statements made at the 
hearing this morning applying to conditions in the 
industry generally, in discussing the matter informally 
at lunch with Mr. Frederick A. Miller, Chairman of our 
Board of Directors and Miss Ruth S. Freeman, Secre- 
tary of our Association, who are also present at the 
hearing, it seemed in addition to offering such informa- 
tion and data we may have that might be of assistance 
in the immediate problem before the Board, it is also 
incumbent upon us to make a brief statement as to the 
organization and policies of the National Boot and Shoe 
Manufacturers Association, and to explain from the 
point of view of the Association, the fundamental dif- 
ferences in approaching the question of maximum 
hours, minimum wages and elimination of child labor 
in connection with the manufacture of men’s welt shoes 
made by a few manufacturers for various government 
agencies, and the principles underlying the subject on 
an industry wide basis. 

“The National Boot and Shoe Manufacturers Asso- 
ciation was organized in 1905, is a nonprofit corpora- 
tion incorporated under the laws of the State of New 
York and represents more than eighty-five per cent of 
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Labor Regimented? 


Important Point Developed at WALSH- 
HEALEY MINIMUM WAGE HEARINGS 
Held to Survey Minimum Wage Requirements 


on Government Shoe Contracts 


the production of shoes manufactured in the United 
States. . 
“In connection with some of the discussion at the 
hearing this morning, we wish to state that the Associa- 
tion has been on record since August 29, 1934, in formal 
resolutions passed by our Board of Directors favoring 
maximum hours, minimum wages and the elimination 
of child labor; and copies of these resolutions were 
communicated by telegram to the President of the 
United States, the Secretary of Labor, the Secretary of 
Commerce, and a number of Senators and Congressmen. 
“As a result of further resolutions along similar lines 
unanimously passed by our Board of Directors, May 
28, 1935, definite steps were taken, and much of our 
time and energies, as well as a considerable sum of 
money, were expended in maintaining maximum hour, 
minimum wage, and elimination of child labor agree- 
ments in the industry. 


6¢ AS we understand it, however, this hearing is limited 
to proceedings under the Walsh-Healey Act and subse- 
quent rulings by the Secretary of Labor applying to 
shoe: manufacturers selling shoes on a contractual basis 
to various branches of the Government. From such in- 
formation as we have secured, there have been only 
six or seven shoe manufacturers interested in govern- 
ment contracts during the past few years, and only three 
or four who have submitted bids for government con- 
tracts for shoes since the passage of the Walsh-Healey 
Act. 

“While the National Boot and Shoe Manufacturers 
Association is desirous of rendering seryice to its mem- 


JAY O. BALL 


President, National Boot and Shoe Manufacturers Association 


bers and to the government in connection with these 
contracts with the various agencies of the government, 
and on several occasions the Association has very def- 
initely interested itself in the matter and in prison-made 
shoes contracted for and purchased by the government, 
we also feel it incumbent on us to point out that since 
the Association represents such a large proportion of 
shoes produced in the United States, we are also in- 
terested in the seven or eight hundred other shoe manu- 
facturers in the country, including members of our or- 
ganization, employing approximately 200,000 workers, 
manufacturing more than 400,000,000 pairs a year, and 
doing an annual gross volume of business of between 
$500,000,000 and a billion dollars annually. 

“From the viewpoint of the Association therefore, 
approaching these problems on an industry-wide basis 
involves different principles. 

“Shoes made for the Government agencies, with 
which this hearing is concerned, are men’s welt shoes, 
made by manufacturers of shoes in a comparatively 
limited price range to definite specifications, and re- 

[TURN TO PAGE 56, PLEASE] 
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Water Repellent Leathers Find 


ET’S a far cry from the French waxed calf which en- 
joyed such popularity thirty years ago, to the modern 
oil treated leathers which are so much in vogue today, 
yet the inspiration for these glove-like leathers with 
their water repellent characteristics is to be found in 
that greatly respected leather of another generation. 
Waxed calf, which is still used to some extent in custom 
grade shoes and which has a decided fashion acceptance 
in black for Winter street shoes, is a calfskin which has 
been tanned on the flesh side and thoroughly impreg- 
nated with waxes and oils. Because of the fact that the 
skin has been ‘so “stuffed” with these greases, it has a 
soft dull appearance which is particularly adaptable 
to the custom type shoes. After considerable wear and 
polishing, this leather takes on a certain gloss which 
for years was much admired by fashionably dressed 
men for street wear. It, with Cordovan, which was also 
water repellent was the model and ideal for a “water- 
proof” leather. 

Unfortunately, the approach which tanners took to- 
ward getting this soft finish in other types of leather 


was fundamentally wrong and employed painting and 
lacquering methods which resulted in a brittle glassy 
finish which was in no sense water repellent and cer- 
tainly not very attractive. Obviously a new method was 
necessary. 

But, the perfection in recent years of fat-liquoring 
which is in fact the restoring of natural animal oils to 
the skin through soaking after tanning has produced a 
surface with all the smartness of the old French waxed 
calf and even more water repellent characteristics. 

Finding stimulus in the ski boot and rough hunting 
boots for which these leathers were primarily developed, 
various colors and a particularly fine black were even- 
tually developed for street shoes. The result is today a 
really good looking leather which is meeting with in- 
creased acceptance for wet weather and Winter wear. 
Though extremely high grade custom shoemakers con- 
tinue to use the French waxed calf for high style street 
shoes for one reason or another, this new type of 
leather is meeting with increased acceptance for medium 
and high grade factory made shoes. 
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Fat-Liquoring 
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moe found 


hides (side splits), kips and kip splits have hea 
found more acceptable for this work. In light of the 
present hide market and the increased use of sides and 
splits for grains and reversed leathers, it is well to re- 
member that in oil treated leathers, though their use 
may be economical too, they are essentially a better 
material with which to work. Veals, which are skins 
from animals too large for calfskins and at that plump 
fatty stage before reaching maturity make a particu- 
larly fine oil treated leather and adapt themselves well 
to several finishes in various sized Norwegian’ grains. 
It is true that certain economies result in producing this 
type of leather from these heavier skins, since corrected 
grains may be used as well as top grains, the oil treat- 
ing and embossing covering the corrections in the skin. 


Important Place 


But perhaps the angle for the retailer to consider more 
important is that the raw stock that has gone into these 
leathers is in fact the best stock for them and that the 
added feature of economy makes them still more de- 
sirable. 

In analysis the oil treated leathers of today, particu- 


im Fall Pieture 


larly the plump veals, represent the closest approach to 
a waterproof leather that yet has been produced. The 
fats, lubricating oils and seasonings with which they 
are treated in no sense clog up the pores in the manner 
which the waxes of the wax calf era did. Pliable, soft 
and glovy, they are more water repellent than waxed 
calf ever was. Yet no one can say that they have pro- 
duced a waterproof leather, upper or sole, or for that 
matter a “waterproof” shoe. Water repellent is the 
correct term and the safest one in describing and pro- 


moting shoes of a water resisting nature. 


THE retailer selling shoes made of these should know 
the approved method of care. Though we often see the 
hunter and sportsman drying his boots before an open 
fire, this is a very bad practice, if only from the “com- 
fort” standpoint. Drying a shoe at an open fire or on 
a radiator is death to the pliability of that shoe. For 
while an upper or a sole, if the leather has been care- 
fully treated may escape damage, the inner soles, the 
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Before going to Hollywood... 
Mr. Schraps was with the Shuberts, doing cos- 
tume designing for their many theatrical enter prises. 
He has designed costumes for such women as Ethel 
Barrymore, Odette Myrtle, Judith Anderson and 
Madam Jeutezo. In addition to his work with the 
Hal Roach-M-G-M studios, he has also created cos- 
tumes for Grace Moore and Claudette Colbert. Mr. 
Schraps has achieved deserved recognition for his 
ability to originate beautiful things which have a 
wide appeal to the informed fashion world. 

















ERNEST SCHRAPS 








Today, according to Mr. 
Schraps, the lighter the 
accessories, the more de- 
sirable they are. No longer 
are low heel, heavy leather 






















Many women still prefer 
the opera pump, shown 







here with a band of em- 
broidery across the kid 
vamp. 





The graceful lines of this 
pattern, designed origi- 
nally as an evening sandal, 
are being carried into 
street shoes. It also fea 

tures embroidery. 




































” 
Sketched in the center is a 
gown designed by Mr. 
Schraps for Rosina Law- 
rence in “Pick a Star.” 


oxfords considered the 
only appropriate shoes for 
wear with the peasant cos- 
tume. The newer version 
of the peasant shoe is col- 
orful and fashioned of fine 
soft leathers. They may 
carry two and even three- 
inch heels. These patterns 
do not have the D’Orsay 
side cut, so they are not 
only high in front but also 
on the sides. 
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FASHION REDISCOVERS 


Central 


CENTRAL European peasant costumes have always 
been among the most colorful in the world. Their bril- 
liant shades, exquisite embroidery and accentuation of 
the feminine figure have been brought once again to 
the consciousness of women through the shifting locale 
of the world’s greatest present-day romance. 

Not overlooked is the luxury of the Coronation, 
which combines with the peasant influence to give the 
modern version a definite luxury trend. The romantic 
figures of Edward and Wallis captured the imagination 
of the world more than the Coronation, because after 
all, that function is only a piece of British window 
dressing. 

We have had peasant costumes, many of them quite 
recently. The new version to which we are in a great 
measure indebted to the lady in the case, Mrs. Simpson, 
has brought out an entirely new concept of peasant 
things, particularly in those items which are neces- 
sary to set off the peasant costumes. 


NOT very long ago, we were in the mood for heavy, 
substantial accessories. Today the lighter the acces- 
sories, the more desirable. Gone are those low-heel, 
heavy-leather peasant oxfords as a peasant dress-up 
accessory. These shoes are still in their place as active 
sport shoes, but not as an important part of the current 
vogue of dressy peasant frocks. 

The new version of the peasant shoe is quite colorful. 
It is especially fashioned of fine soft leathers, exactly 
the opposite of those in vogue a season or so ago. 
These shoes are dainty because of the two to three-inch 
heels, the lighter materials used and the change in pat- 
tern. These newer patterns will not have the D’Orsay 
side cut, so they will be, not only high in the front, but 
also high on the sides. In spite of this, they will not 
have a heavy appearance by any means. 

Most of the current peasant costumes carry high 
colors in the bodice. Usually a plain or one color 
short skirt is worn, generally in black. Shoes, there- 
fore, play a most interesting part in picking up one 
color or even several colors in the upper part of the 
costume and accenting them. 

Multi-colored and vari-colored shoes offer the wearer 
of the new peasant costume an opportunity to express 
her originality and also to demonstrate her taste in 
color accent. When there is red in the costume, then 
there is the all-red shoe and the all-red hand bag. With 


Europe 


by ERNEST SCHRAPS 
Fashion Designer of Hal Roach Studios, 
Hollywood 


a touch of green, that color may be developed. Then 
there are the shoes which carry many colors in bright- 
hued strips of leather. 

A great latitude is furnished the shoe man by this 
peasant costuming, in that he can honestly advise his 
patrons to select several different colored shoes to go 
with one costume. Here, indeed, is a marvelous op- 
portunity for the shoe man who has developed his 
fashion training to the point where he can faithfully 
advise his clients on colors and pattern selections. He 
will find the peasant costume will offer him an almost 
unlimited opportunity to furnish several pairs of shoes 
and bags to one customer. This will enable his client 
to vary her costume greatly through her shoe and 
bag accessories. 

Perhaps the upward trend of skirts made more evi- 
dent the flattery of high heels, or perhaps it is because 
women have suddenly become more shoe conscious 
than ever before in fashion history. Now shoes are 
considered with as much care as the gowns themselves. 

Sketched here is a gown designed for Rosina Law- 
rence in “Pick A Star,” a Hal Roach-M-G-M feature 
comedy. Black linen is used in the pleated skirt, as 
well as the girdle. Thistle red linen for the bolero 
and white for the blouse. Colorful peasant embroidery 
accents the costume at the girdle, on the bolero’s 
epaulets, the narrow band of the sleeves and the neck- 
line of the blouse. 

The wide upturned brim of the hat is in black, em- 
broidered, while the peaked crown pulled down into 
scarf-like streamers uses white linen. Gloves and bag 
are of thistle red embroidered linen. 


THE extreme features of the costume 
blended into the modern silhouette demand many con- 
cessions. Of major importance is the matter of acces- 
sories. That is where the shoe man can make his 
fashion influence felt. The secret is to pick some one 
color and develop that in shoes and bags. Proper shoe 
design is also most necessary. Just the fact that there 

[TURN TO PAGE 42, PLEASE] 
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Preserve the Competitive System at the Fitting Stool 





SOME twenty-odd interesting years of editing a 
retail shoe publication bring convictions on certain 
basic subjects. For one who has himself worked at 
the fitting stool off and on for a period of seven years 
and who has had an opportunity of seeing retailing in 
practice all over this country as well as in Europe, 
certain conclusions have a realism that comes from 
well-tested experience. 

I have one tested conviction on the subject of what 
I think is best for the man at the fitting stool. It is 
my belief that he profits most in the long run by preser- 
vation of his independence as an ambitious salesman, 
in contrast to the hope of security that might come 
through membership in the union. 

Fundamentally the retail store salesmen are on the 
salary side and secure employment for the month, sea- 
son, year or term of years—whereas the shop worker 
or mechanic is paid by the piece, hour, by the day or 
by the week—according to the production job. 

Building up from this realistic fact, it is my belief 
that unionization has a place starting and ending with 
the producton job, for the wage earner is tied up with 
the production in its making and assembling. When 
the goods are finished and put into distribution, the 
need for unionization is economically and _ socially 
ended. Goods in the field of distribution become the 
function of the merchant and salesman, subject to the 
likes and dislikes of the public, whose control is 
absolute. 

The wage and piece worker are in back of the lines 
of the finished goods. The salesman and the man who 
ventures his capital, brains and time are on the “fin- 
ished side,” and are truly part of the public, for their 
function is to select for and satisfy the independent 
decision of each individual to buy or not to buy a piece 
of goods. 

A very gallant attempt has been made recently to 
show that a retail store salesman has more in common 
with the shop worker and mechanic by virtue of the 
fact that both know what it is to be hired or fired at 
someone else’s beck and call. But the attempt fails be- 
cause of its obvious lack of contact with reality. Clerks 
earning salaries are defended against the insecurity that 
comes to the wage earner who is tied up with work 
production. The retail store salesman capitalizes his 
own time in terms of effective salesmanship and he has 
the added possibility of enlarging his income by in- 














By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


creasing his efficiency through the sale of accessories 
and incidentals. 

It is usually the man with the weakest sales book 
who starts the “tunnel work” to unionize clerks. The 
better man, who can earn a good week’s pay, is com- 
pensated in both money and ambitions, for some day 
he may want to have a store of his own. The weakest 
stores usually fall first for just the fear of picketing 
forces them into an act which is unnecessary in a busi- 
ness where there is a true partnership between mer- 
chant and employees—where both profit through the 
volume of business done. ‘ 

I have no protest with unionization crafts and indus- 
tries but cannot see it in retailing under normal, natu- 
ral and cooperative management. But I do feel that 
some clerks are being sold an idea that in the long run 
will not gain for them the standing and security that 
good work at the fitting stool will give them under the 
American system of enterprise. For the competitive 
system still exists—store between store and man be- 
tween man. Retailing is not standardization and meri- 
torious salesmanship must be rewarded. 

Shoe selling has not kept pace with salesmanship 
in other lines. To sell an oil burner, an electric re- 
frigerator, automobile or air-conditioning unit, the 
salesman has got to put into the art of selling all that 
he has, plus. It is true that the item represents a bigger 
outlay in money and the reward is greater; but the 
principle is the same. There are far too many stale, 
passive sellers of shoes in shoe stores. There are men 
and women who take a keen joy in selling a pair of 
shoes and their reward is a return of that customer, 
season in and out, for the complete wardrobe of that 
satisfied customer. 

With the new and higher prices of shoes, we must 
put more personality into the sale of the article and in 
our belief the free-spirited salesman who competes with 
his fellows and makes sales and multiple sales is, in 
the long run, better for his independence, his liberty 
of action and the reward that comes to the ambitious. 
The customer is a free spirit in spending and has been 
better served in the past by the free-spirited salesman at 
the fitting stool. 
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A pre-view of the coconation 
procession into St. Cdwaed’s 
Chapel of Westninster Abbey 


next Weduesday, based on a 
painting by Feanuk DYadd of 


the last ceremony in the ancient 


Sacting Place in 1971. 


THE BEST NAME FOR PATENT LEATHER 











Daring Styles 
Dominate Guild Show 


THIS Fall, every shoe must have “a dash of spice.” So 
spoke one of the Guild members at the opening of the 
Shoe Fashion Guild Show, Biltmore Hotel, New York, 
May 3. And every shoe—well, almost every shoe—at 
the Biltmore show did have that dramatic quality. The 
Guild has given us striking shoes that are simple shoes; 
original in outline but without trimming tricks. . . . 
Novel shoes that are not novelty shoes for the Fall 
of 1937. Shoes in these top grades have got to be 
“new” to command attention and a price. 

High lines score again. But with a difference. Three 
special pattern devices are used to make the high cut 
shoe look new. First, tongues that stand away from 
the throat. Second, vamp treatments like two wings 
high over the instep with a low back. Third, extended 
or “boot” backs. 

The first, the flared tongue is, by all odds, the 
dominant silhouette of the show. Usually low cut 
at the sides, showing a definite lightening of last 
season’s high built patterns. In other words, the 
height is concentrated at the vamp. And the way 
the tongue stands out, instead of hugging the foot, 
is extremely important. The extended back, while 
represented in the majority of lines, is shown as 
a distinct high style expression, not expected to 
reach any volume. 

In addition to these three outstandingly new sil- 
houettes, there are plenty of gored shoes, the use of 
elastic leather, of which more later, providing the news 
here. A number of off-side treatments are shown, to- 
gether with striking shoes that are cut lower on the 
inside. There is a continuation of cross-strap ideas, 
more substantially built than Spring versions; and 
lastly, but extremely significant, in practically every 
line, low cut pumps are strongly represented. The open 
toe survives for a few dressy types, but the open heel, 
except for evening has almost entirely disappeared from 
the scene for Fall. 

Combinations of materials, used to emphasize daring 
pattern lines, are very important. Newest of these are 
the combinations of (1) suede with satin, (2) suede 


. . 
Sum and Substance of the Autumn Footwear Fashions 


as Observed at the Biltmore Exhibition 
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with bengaline, grosgrain ribbon or ribbed braid, (3) 
suede with gabardine. Only a few instances of this last 
combination (wool fabric with suede) but almost every 
line registers the silk fabric with suede alliance. 

A number of shoes in the new, flexible leather with 
elastic backing were rushed through for the show. 
Since only a small number of manufacturers can use 
this leather at the present time the idea is necessarily 
limited. The feeling is that open, bandage shoes for 
late Summer are the logical first appearance of this 
leather innovation; to be followed by high, more closed 
—glove-fitting types for Fall and Winter promotion. 

Suede is the dominant material—alone or in 
combination with anything and everything else. 
Kid and calf are emphasized as the choice for 
colored shoes. Some new surface treatments of 
patent leather noted—stitchings and slashed 
effects for all-over and half and half effects. 
Lizard, alligator and other reptiles for all-overs 
and trims outstanding in fine tailored types. 

In colors, a great predominance of black. Estimates 
of its relative importance range from 60 per cent— 
mostly up—for the first shoes. Dark browns still very 
minor second fiddle to black, but on the up rather than 
the down grade. Note that the smartest retailers plan 
to be covered on browns for later, when brown fur- 
trimmed coats come on the scene. 

Many versions of wine shades are represented. 
Bright browns and rust shades are pretty gen- 
erally confined to tailored shoes. A few high style 
lines are promoting green as the coming promo- 
tional color. Some grays, mostly extremely dark, 
almost gun-metal. A feeling for blue for certain 
sections, notably the Coast and South. 

Multi-color shoes in dark rich colors register—not 
so much seen in top-price lines as among the more 
popular price exhibitors. A favorite combination here 
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FASHIONABLE 
COLORS FOR FALL 


BLACK 
INDIES BROWN 
PADDOCK GREEN 
BURGUNDY 
RUST 
ATLANTA GREY 
BATTALION BLUE 


1937 


NAME AND TRADE MARK REGISTERED, MADE UNDER U.S. PATENT NO 1,408,871 


A distinguished fabric for 
high-style, popular-priced shoes 


OLOR isthe demand for Fall shoes! 

Arrabuk offers you the right colors 
—as forecast by fashion authorities — 
you need for greatest sales appeal for 
the fall and winter season. 


Lower priced than most other quality 
upper materials, Arrabuk has many dis- 
tinctadvantages of its own. Its low price 
will enable you to get volume sales. 
Its fine quality will satisfy the demands 


of your most particular customers. 


Manufacturers, too, will find that Arra- 
buk is ideal — absolutely uniform, cuts 
with less waste, does not fray at edges 
of perforations or pinking. It brings 
in the repeat orders! 


Before you specify more costly ma- 
terials —see the new Arrabuk for fall 
—and you won’t have to sacrifice your . 
mark-up, your volume, or your quality! 
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Walden Kennedy, who supervises ad- 

vertising for Wetherby-Kayser stores, 

believes in generous newspaper space 

with layouts that are original and 
attractive. 


WHEN white shoes appear in 
newspaper ads and window dis- 
plays, it’s proof positive that Sum- 
mer is nigh. To be sure, the ad- 
vertisements pictured on this page 


are from southern California, 
where the season is much earlier 
than in northern sections of the 
country; nevertheless, these ads 
and others like them strike the key- 
note for the Summer selling sea- 
son that lies ahead and indicate 
broadly the kind of illustration. 
copy and treatment that will char- 
acterize much of the white shoe ad- 
vertising to appear in newspapers 
nationally in the next three months. 
Some enterprising stores—Best & 
Company, for example, were ad- 
vertising whites in New York the 
last week in April. 

California shoe merchants have 
long been renowned for attractive- 
ness and originality of appearance 
that has marked their newspaper 
advertising. Time and again they 
have pioneered in the development 
of new ideas, and right now we 
find Gude, of Los Angeles, for one, 
numbered among the leading ex- 


BOOT AND SHOE RECORDER, May 8, 1937 


Whites to the Forefront 


A utractive Ads of Summer Shoes, Appearing 


in Newspapers West and South, Point to a 


Season of Energetic Promotion as Warm 


Weather Approaches 


ponents in the comparatively new 
use of three-color newspaper adver- 
tising. A striking ad that appeared 


only a few weeks ago carried brown ° 


and blue, as well as black, all three 
colors being handled in Ben Day 
in addition to the solid colors, to 
produce soft, pleasing tints. 

Color was used in this advertise- 
ment both for the shoe illustrations 
and for decorative effects. Five 
women’s shoes were pictured, two 
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“White in footwear calls for the mas- 

ter touch,” said The May Company, 

Los Angeles, in this striking ad. 

“Suave, distinctive, flattering new 

whites, just out of their wrappings. Be 
first to wear them!” 


of which were shown in brown, two 
in blue and the remaining one in 
black and white. The effect was 
very striking, and, needless to say, 
a newspaper advertisement in three 
colors could hardly fail to compel 
the attention of the readers. 


THE two white shoe advertise- 
ments on this page are likewise from 
Los Angeles stores, The May Com- 
pany and Wetherby-Kayser, both 
known for the fine quality of their 
advertising. Walden Kennedy, ad- 
vertising manager for the Wether- 
by-Kayser stores in Los Angeles, 
Pasadena, San Diego and Phoenix. 
is a strong advocate of large space 
advertising for shoe promotion. He 
believes it is an investment that 
pays worthwhile dividends and 
thinks that the retailer who spends 
money to advertise shoes should go 
the full distance by devoting to 
every important merchandise pres- 
entation enough space to make it 
command the attention of news- 
paper readers. 

“Dominate the medium that you 
believe will best carry your mes- 
sage,” says Mr. Kennedy. “If a 
store can buy approximately 80 
inches of newspaper space to use 
during a month’s period, better re- 
sults will be obtained by shooting 
this all at one time rather than in 
driblets of small ads appearing in 
several papers at intervals through 
the month. When Joe Louis hits an 
opponent, that guy stays hit. Some 
other fighter may expend more 
energy in landing a number of 
blows without producing the same 
effect. Similarly, one good-sized 
advertisement packs a lot more 
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“\'M GOING TO 
RETURN THESE / 


SHOES. 





IN IS RUINING 
MY FEET“ 


THERE IS AN ONCO INNERSOLE FOR 
EVERY TYPE OF SHOE CONSTRUCTION 






BREAKING THEM 


HERE S HOW 
TO END 








HE torture of breaking in a shoe with a brutal 
innersole means lost profits — or lost customers. 
Avoid this twin menace by specifying the innersole 
that will quickly become molded to the wearer’s foot 


.. demand OncO Innersoles in the shoes you order! 


OncO is a material created especially for shoes. It is 
made of SOLKA, a unique, purified cellulose manu- 


factured and controlled exclusively by The Brown 


Company. Solka gives OncO Innersoles comfort fea- 


tures found in no other innersoles. 


OncO is extremely flexible and resilient. And severe 
tests by boiling, baking, freezing and ammonia soaking, 
prove that OncO Innersoles are unaffected by water, 
heat or perspiration. Only OncO combines the com- 
fort and long wear that insure customer satisfaction! 
There’s an OncO Innersole for every type of shoe. 


Also OncO Counters, Quarterlinings and Socklinings. 


A PRODUCT OF THE BROWN COMPANY, PORTLAND, MAINE 
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Mitady knows little or nothing mea the last over which 
her shoes are made — indeed, she need not be concerned 
— because skilled artisans, trained and experienced in 
giving her Fashion’s smartest in style and fit, are constantly 


working on this intricate and important creative problem. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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fr STYLE 
and FINISH 


The new Diamond Brand 


Aluminum Fast Color Eyelets 


any points of superiority. 


Chief among them are: 


ALUMINUM BASE 
CELLULOID TOPS 
FAST COLOR 
ROLL SETTING 
NON- RUSTING 


DURABILITY AND 


DISTINCTIVE APPEARANCE 
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Another Tale of Adventure 
Among Florida’s Keys 


**TJ HERE is good fishing at Fort Lauderdale,” writes 
William J. Dewitt, of the Shoe Form Company, Au- 
burn, N. Y., who has been wintering at that Florida 
resort. “But the far off waters look the bluer, and 
we had a yen for the blue waters and the big fish 
around Sombrero Light. So, at the crack of dawn, 
we slipped away from our mooring on the New River, 





Mr. Dewitt and guests who accompanied him on cruise to 


Sombrero Light. 


and about 9 a. m. passed Miami and were on a twelve- 
mile course S 4% W through choppy Biscayne Bay. As 
we approached Featherbed Bank, Dr. Johnson, who 
was peering through the binoculars to pick up the 
shoal markers, observed a large yacht. She was about 
two miles to starboard, and her ensign was upside 
down. 

“Doc yelled, ‘Hey, Bill, there is a ship in distress! 
What’d we better do?’ 

“I replied, ‘We'll go see what’s the trouble.’ 

“Since the chart indicated no shoals, we changed 
our course and went over to the yacht. We found 
there was nothing wrong—they were simply out of 
gas. As we carried more than enough, we supplied 
them with sufficient fuel to enable them to continue 
to Miami. 

“After this good deed we proceeded back to our 
course. We cruised through balmy air and jungle 
scenery, where tropical birds, too numerous to de- 
scribe, were in constant flight. Passing Card Sound, 
Barnes Sound, Jew Fish Creek, Blackwater Sound, 
Tarpon Basin, Pigeon Key and Hammer Point, we 
went through Ramshorn Shoal, during a_ beautiful 
tropical twilight sunset, to our anchorage near Taver- 
nier. Darkness had hit us so quickly we thought the 
sun had dropped into the Gulf of Mexico. 

“Before daylight the next morning we were on our 
way again. Doc cooked a hearty breakfast of coffee, 
griddle cakes, and bacon, while I piloted the ship 
and the skipper swabbed the decks and checked the 

[TURN TO PAGE 45, PLEASE] 
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A NEW ZOURI STORE FRONT 
WILL HELP YOU 


BOOST SALES NOW! 





* To the buying public 
your store front is YOU. See to it that the impres- 
sion you make is up-to-date, and inviting. Count- 
less installations prove that an attractive new 
ZOURI Store Front will pull in new customers and 


secure a larger share of increasing business. 


ZOURI Store Fronts, of appealing rustiess metals, 
offer many practical advantages— dependable 
service, safe glass setting, and reasonable cost. 
New developments include sturdy entrance doors, 
concealed awning bars, and many modern mould- 
ings your architect will find useful in designing 
your new store front. For further information see 


the Zouri distributor in your city or write factory. 


ZOURI STORE FRONTS « NILES, MICHIGAN 
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The front of the new Bowman Bros. store at Galesburg, Ill., 


BBOWMAN BROS., who operate a group of well- 
known and fast-growing shoe stores in Illinois, have 
opened a new store, their eleventh, in Galesburg, carry- 
ing nationally known lines for the entire family. The 
new store is done in the modern manner and has in- 
corporated in its construction many new ideas, several 
of which were first brought out in the model shoe store 
at the National Shoe Fair in Chicago early this year. 

The color scheme of the store is carried out in three 
shades of green which, with the modern diffused light- 
ing, tends to create a restful and easy-on-the-eyes 
effect that in itself is a prerequisite of good selling. 
The shelving runs the full length of the store on the 
sides and across the back and is set flush with the walls. 
Above the shelving the names of the various lines of 
shoes sold by the store are carried out in extruded 
lettering of dark green which stands out from the 
lighter colored walls. The length of the stock shelves 
on the sides is broken by doors, fronted by full-length 
mirrors, which lead to reserve stock. The shelves 
across the back of the store are separated in the middle 
by a full-length mirror, before which stands the X-ray 
shoe fitting device, used extensively in this and other 
stores of this concern. 

Carried out around the top of the walls next to the 
ceiling are Venetian blinds which permit better ventila- 
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showing the ample window space for merchandise display. 


tion of the room and also hide pipes which would other- 
wise spoil the effect of the room design. 

The floor is covered from wall to wall by a deep- 
pile carpet of two shades of green, darker than the 
walls. This dark floor covering sets off to the best 
effect the modern chrome steel fitting chairs and other 
furniture in the room. The fitting chairs, upholstered 
in green leather, run back-to-back down the length of 
the room, facing the stock shelves. 

The modern front of the store, with its large facade 
leading out to the street, is finished of Cararra glass 
with a large flashing Neon sign across the front and 
over the entrance, proclaiming the fact of the store’s 
existence in an outstanding manner. 

A wealth of window display space is provided in 
this store. Besides the large windows flanking the 
entrance, there are seven other full-size display win- 
dows along the arcade of the building in which the 
store is located. 

In opening their new store, a new corporation was 
formed by the Bowman brothers, one block of stock 
being owned by Robert McCornack, a native of Gales- 
burg, who has been employed in the Bowman Shoe 
Stores for some time as assistant manager in their 
Macomb, Ill., store and also as manager of the Foot 
Health Shop, a store operating in Monmouth in con- 
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GOING THE MODEL 


STORE 


ONE BETTER 


Ideas Adapted from Display at National 
Shoe Fair Help to Make an Efficient 
and Economical Front and Interior 


nection with the Bowman Bros. store there. Mr. Mc- 
Cornack is the manager of the new Galesburg store. 

The Bowman brothers who make up the part owner- 
ship of the Galesburg store are Orville of Monmouth, 
who is president of the company; Allen of Kewanee, 
and Algot Bowman of Monmouth. The Bowman brothers 
were born in Sweden and came to this country as boys. 
They later went to work at their uncle’s shoe store at 
Monmouth, Orville, the eldest, having first worked in 
a local Galesburg shoe store to learn the trade. They 
later went into business for themselves and opened 
their first shoe store in Monmouth 36 years ago. They 
now have stores located in Monmouth, Kewanee, Can- 
ton, Macomb, Bushnell, Dixon, Woodstock, DeKalb, 
Rickford and Quincy, Ill., in addition to their latest 
store in Galesburg. 


One of the seven windows facing on the arcade with 
the opening day display of one of their featured lines. 


In connection with the opening of the new Gales- 
burg store, Bowman Bros. ran a full-page advertise- 
ment in a local paper announcing the fact. Algot 
Bowman states that although not one shoe cut or price 
was shown or mentioned in the entire ad, over 2500 
persons attended the opening of the store. A souvenir 
was given with each purchase over a certain price and 
the opening day results were most gratifying with many 
pleasing comments given the management by persons 
viewing the new store. 

In one corner of the ad, the store carried in a small 
box a statement of their policy, which might well be 
the policy of every shoe retailer who looks for con- 
tinued good business and patronage. The policy reads 
as follows: 

[TURN TO PAGE 56, PLEASE] 


The new Galesburg store 
of Bowman Bros. presents 
this modern and attractive 
interior. Standing along 
the wall are the members 
of the store’s staff, with 
several of the members’ 
wives who aided in the 
opening day ceremonies. 
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MERCHANDISE SHOES 


Through Your Windows 


Av SHOE store in which shoes are never displayed. A 
shoe store in which shoes are never shown. BUT a 
shoe store in which the stock of the store is merchan- 
dised through the windows. 

That gives the man who is responsible for the win- 
dows a keen job. Anyone can show shoes in a window. 
Many people are very apt in displaying shoes in a 
store window. Here my boss insists that all the shoes 
presented to the public through the medium of his 
windows must be properly merchandised. 

To him, there are the three distinct ways of telling 
people a store sells shoes: First, by showing them; 
second, going one step farther and displaying them 
and, finally, by going the full distance and really mer- 
chandising shoes through the windows. 

This boss of mine is just a good merchant who 
views the money he pays for rent for a store, right in 
the heart of the city where the foot traffic is the heavi- 
est, in the light of an investment. About the best way 
for him to protect that investment is to make these new 
show windows of his bring in a lot of extra business. 
That makes sense. 

Now a well planned merchandising window cam- 
paign endeavors to present attractively goods that the 


LYALL RIFFE 


by LYALL RIFFE, Display Man, 
JESBERG’S WALK-OVER SHOP, 
Los Angeles 


public wants at the moment; shoes that they will need 
later on and shoes that neither the store or the public 
especially wants. 

And so, the window program must cover these three 
points in order to do a real merchandising job. It 
must show present season shoes, bags, hosiery and find- 
ings; advance or pre-season goods and merchandise 
that must be moved out either through sales or through 


extra special trims. 
[TURN TO PAGE 56, PLEASE] 


This window typifies 
selling what the trade 
wants at the momeni. Light 
or Summery shoes are to 
the fore; then come the 
grays, blues and blacks. 

Sport shoes are in a unit 
in the rear. 

A real Yucca lily is used, 
but the bloom is artificial. 
This plant is also used in 
the January showing of ad- 
vanced Spring or desert 

ns. 


fashio 
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Women who know and appreciate 
values in their dainty footwear not only 
like the rich color and finish of Kafforite 
or Kozy Calf but long remember the mellow, 
shape-holding texture which gives comfort 


with every step. Kafforite’s light weight 
adds a quality value to fashionable footwear. 
Its auxiliary line, Kozy Calf, meets the require- 
ments of volume demand or popular priced lines. 
Both supplied in the season’s colors. Both 
found in all leading lines. Samples on request. 


Crsattins we Calf 


A COMPLETE SERVICE IN FINE CALF LEATHERS © THE OHIO LEATHER COMPANY © GIRARD, OHIO 


BY OHIO 
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IT CAN HAPPEN ANYWHERE 


the quality of the worker’s produc- 
tion differ. A day’s production is not 
a standardized amount and it never 
will be. It will always vary, according 
to the salesmen’s ability. Nor can the 
salesmen’s varying abilities ever be 
levelled off by any set of union rules. 

The basis of unionism is the stand- 
ardization of wages. This brings one 
inevitable result. The good man’s earn- 
ings are held down to the standard, 
and the man who is not able to earn 
the standard wage is left without a 
job at all. 

Both the strong and the weak sales- 
men do far better under our present 
system in which the employer is per- 
mitted to pay the strong salesman 
more in keeping with his larger sales, 
and pay the weak salesman less in 
proper proportion. This policy carries 
with it a constant incentive to become 
more proficient. Down in his heart 
every salesman sees the justice of a 
scale of wages based on personal ac- 
complishments. 

Whenever a minimum wage is set up 
in retailing it must necessarily be 
either low, medium or high. If it is 
low it is meaningless; if it is medium 
the better men are likely to be drawn 
to that level; if it is high the weak 
men will simply be forced to walk the 
streets—and they are the very men 
it was supposed to help. 

Unionism is not suited to retail 
fields; it is against the best interests 
of both employer and employee. But 
that fact is not going to stop the retail 
clerks’ union from its attempts to 
unionize retailing. 

What can you, the retailer, do about 
it? Naturally, you do not want to do 
anything which will influence a sales- 
man to give heed to the promises and 
claims of an organizer. And you have 
the right to give him the facts con- 
cerning the history of unionism in the 
small number of retail stores which 
have been affected by it, and its prob- 
able effect upon any retail store and 
the future of any salesman. 

On the other hand, let every em- 
ployer think back to the original rea- 
sons which caused labor unions to be 
organized in the first place. Let him 
ask himself honestly, “Are my em- 
ployees being paid enough and treated 
fairly enough so they will on their 
own accord resist any unionizing at- 
tempts? Or have they just cause to 
be dissatisfied and, consequently, in a 
receptive mood toward a union agi- 
tator?” 

Then there is another thing you can 
do, and should do right now, before 
a labor crisis strikes your town. That 
is to form a local organization strong 
enough to handle the situation when 
it arises. This organization must be 
outstanding enough to carry the weight 
of public opinion behind it. Public 
opinion, you know, is the only force 


[CONTINUED FROM PAGE 21] 


which makes a strike or picketing of 
any value whatever. 

Toledo furnishes a splendid example 
of such an organization, with an un- 
official board of eighteen men operat- 
ing under the ”Toledo Industrial Peace 
Plan.” This board was set up in July, 
1985, under the wing of Edward F. 
McGrady, First Assistant Secretary of 
Labor. 

This board, with no police power or 
legal standing whatever, has settled 
a number of disturbances quickly and 
satisfactorily, and has made Toledo 
virtually a strikeless town. 

The eighteen board members, “all of 
whom must be public-spirited, shall 
have influence with labor, organized 
and unorganized; and the general 
public and citizens of Toledo.” The 
chairman, Ralph A. Lind, is paid by 
the United States government. 

When any labor trouble threatens, 
the chairman appoints certain mem- 
bers of the board to analyze the sit- 
uation, selecting those most qualified 
in the matter at hand. These members 
hear each side of the controversy sep- 
arately and privately, then report back 





Attractive Small Store Front 











Pottsville, Pa—IUustrating what can be 
done in making a small store stand out on 
a business street is this attractive result 
gained by the Peacock Bootery in a recent 
remodeling program. The front of the 
store, only 13 feet in width, is of oyster 
gray Carrara glass set off by a maroon trim 
of the same material. The name of the 
store is carried out over the entrance in 
raised letters of red Carrara glass. The 

modern 


to the chairman who, if necessary, 
calls both sides together. 

If this effort fails to bring about a 
settlement the chairman may bring 
the matter before the entire board, or 
he may appoint additional members in 
an effort to effect a settlement. The 
board has no power to enter a contro- 
versy unless both parties agree that 
it shall act as an abitration board. 

After all, the right of shoe salesmen 
to organize as they see fit cannot be 
ignored or laughed off. Both salesmen 
and employer must understand the 
benefits offered and the hazards in- 
volved in order to avoid a disastrous 
leap in the dark. 

If one city submits to unionization 
on an unsound basis, then a dangerous 
precedent is set for the whole country. 





Fashion Rediscovers 
Central Europe 


[CONTINUED FROM PAGE 27] 


is red in the costume affords no license 
for the use of any red shoe, regardless 
of pattern. Unless the shoe definitely 
carries the new and proper peasant 
costume silhouette design, it will not 
fill the bill by any means. 

May I emphasize, shoes must be as 
carefully selected and planned as the 
costume itself. It is no longer a mat- 
ter of wearing brown shoes with every 
costume on the brown side, black with 
black, etc. Today, the shoes must be 
selected particularly for each costume, 
even in inexpensive wardrobes. Never 
before have women had access to such 
beautiful shades of leather nor to such 
fine leathers—yellow, green, red, blue 
and all other colors of the rainbow are 
found on women’s feet, with the great- 
est of good taste and propriety. 

Naturally, such vivid colors call for 
graceful lines, definitely flattering to 
the feet. The lines of the evening san- 
dal have probably proven the most 
graceful of all, and are being carried 
strongly into street wear. Some women 
still prefer the opera pump. Both 
styles are sketched here. The opera 
pump has a band of inset embroidery 
across the kid part of the shoe. The 
sandal also features embroidery as 
well as the narrow straps crossed over 
the arch. 

Everything. points toward a more 
colorful and luxurious season for the 
woman’s wardrobe. 





Heel Company to Move 


AMESBURY, Mass. — The Gorevich 
Wood Heel Company of Haverhill, 
which recently acquired the plant No. 3 
unit of the Walter Body Company, Oak 
Street, and has been operating its dry 
kiln plant here, will move its entire unit 
to Amesbury, it is announced. 
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F ur = lrimmed Town 
Costume with 


Matching Doeskin Shoes 








Furs will come into their own again next autumn— 
not only as furs, but as decoration on coats and suits, and 


as inspiration for shoe colors. In shoe promotions, plan now 
to emphasize the pre-war sumptuousness of martin, fox, sable 


and squirrel with rich Vode Doeskin in matching tones. 


Black Vode Doeskin with Black Kid 
Coffee Brown Doeskin, No. 924 
Scone Grey Doeskin, No. 973 





Autumn Street Shoes 
of Doeskin by 
Wright & Kerrigan 


STANDARD. KID. DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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NU-MATIC SHOES ARE 
UNION MADE. 




















yo - UolahllaehUU 
SELL A FEATURE CUSHION SHOE 
that Builds and Holds Business 





- 


Salesmen: Choice 
Territories Open. 





RIGHT AND LEFT 
PATTERNS TO ASSURE 
SNUG-FIT AT ANKLE 























HONEYCOMB 
ONCE mUREER THAT 
VENTILATION "Conga Yack Ai 





VENTILATED 
GIVE 








NEW SPRING 
AND ELASTICITY 
TO EVERY STEP 


100% NAIL.LESS HEEL 
SEAT, NO NARS TO 
PUNCTURE FOOT 

















The RIGHT FEATURE cushion shoe which has undergone the 
acid test of several years manufacture will produce REPEAT 
Nu-Matics with their patented, scientific, 


PROFITS for you. 


“cushion” and “nail-less” features are virtually non-competi- 
Send for our Catalog of Men’s and Women’s Shoes. 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


J) / 
Koh “ Uy Matic 


tive. 
Beware of Imitations. 








CUSHIONED SHOES 


Exclusively Manufactured by Rohn Nu-Matic Shoe Mfg. Co., 5i2 W. Florida St., Milwauzee, Wis. 
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Convenience is one of the foremost fea- 
tures of Hote! Imperial — plus the utmost 


in comfort and economy... Dining Room 
prices are low... Lunch 50° Dinner 70* 













Whites to the Forefront 
[CONTINUED FROM PAGE 32] 


punch than the same amount of space 
used up in scattered insertions of 
smaller dimensions. 

“The Wetherby-Kayser advertising 
set-up permits us to run about two 
good sized advertisements a week. Only 
one paper is used, as we have found it 
better to concentrate in a_ single 
medium, dominating the shoe advertis- 
ing in that issue, rather than to scat- 
ter around smaller copy here and 
there. A check-up showed that 65 per 
cent of all the shoe advertising appear- 
ing in one of the local papers over a 
period of several months was placed 
there by Wetherby-Kayser. 

“Lots of the bunk and expense have 
been taken out of the preparation of 
retail advertising in recent years. 
Hand lettered copy, for instance, is 
not nearly as easily read or as well 
liked by the reader as plain type, or 
even the reproductions of typewriter 
copy. 

“Thinking in terms of particular cus- 
tomers and their foot problems has 
brought us good results. A series of 
advertisements written around types 
of men who should pay from $12.50 to 
$16.50 for their shoes had a great in- 
fluence in snapping up our men’s top 
grade business. These ads were ad- 
dressed to doctors, lawyers, actors, 


business men and the like. They were 
not too serious in tone, neither were 
they comic. Copy ran in this vein: 
“The best attorneys are expensive, but 
they are worth it; usually the best 
attorney is less expensive than he 
seems at first. So it is with shoes.” 

“An Open Letter to a Physician” in 
another ad of the same series, said: 
“Dear Doctor—We’re reversing the pic- 
ture and prescribing for you. And, 
unlike so many of your prescriptions, 
ours is easy to take. Our prescription 
won’t cure anything, but its preventa- 
tive worth makes it priceless. Ready? 
Here we go. Johnston & Murphy shoes 
for men—taken at regular intervals— 
say every six months. Made with 
almost surgical precision for men who 
must have the very best. Just say 
‘J & M’ and the prescription will be 
filled immediately.” 

Meanwhile, New York stores at the 
moment seem preoccupied with the pro- 
motion with the many new and extreme 
styles which have been developed this 
season, such as the open toe and open 
heel types, the multitude of new sandal 
patterns, including the wrap-around 
types which a number of stores are 
featuring, high front, D’Orsay side 
patterns, with or without perforations, 
and a multitude of others. Low heel 
models, which enjoyed such a popular- 
ity a year ago, reappear on a multitude 
of new styles and Bonwit Teller de- 





voted a four column ad, almost of page 
depth, to them last week. Under the 
caption “Spring Landslide for Flats,” 
this advertisement said: 

“Next to going barefoot in the cool, 
young grass, a change to flats is the 
best Spring tonic we know. It makes 
you feel free and untrammeled. Takes 
years off your appearance and your 
point of view. Ever since their intro- 
duction by our Famous Shoe Salon our 
little low-heeled shoes have had their 
chic devotees Winter and Summer. 
But each Spring brings countless new 
converts. This year, due no doubt to 
shorter skirts, little calot hats and 
other chic young fashions, Flats are 
reaching a new peak in popularity.” 
The advertisement directs attention to 
the fact that “Flats” is an individual 
trade name, registered in the United 
States Patent Office. 

“Crosstown and Cross Country Toes 
Are Peeping Through,” says Oppenheim 
Collins, New York, in an ad showing 
eight of these interesting new Spring 
patterns. “Just when Spring gets you 
and you feel you can’t live another 
minute without kicking off your shoes 
and dancing on the green, along comes 
a fashion that gives you the same re- 
sults and allows you to keep your dig- 
nity. We’re so enthused about open 
tces that we have them in 100 different 
combinations. If you want that proved 

(TURN TO PAGE 56, PLEASE] 
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[CONTINUED FROM PAGE 37] 


motor. As the hours passed we progressed, under a 
cloudless sky and blazing sun, past McGinty Key, 
Shell Key Bank, Lignum Vitae Key, Lower Matecumbe, 
Long Key, Grassy Key and many other islands of the 
Florida Keys, arriving at Marathon, Knight Key Har- 
bor, about noon. Some time later, on returning from 
a three-day sojourn in Havana, we covered, in a new 
Pan American Clipper, in less than forty-five minutes, 
this distance to Marathon, which had required a day 
and a half by boat. Doc again provided a meal and 
also a couple of good drinks, just as the sun went 
over the yardarm. 

“Considerably fortified thus, we cruised out into the 
Gulf Stream near Sombrero Light, about seven miles 
off shore from Marathon, and had a full afternoon 
fighting ‘Big Ones.’ Some of them we got—some of 
them got our lines. We couldn’t understand what 
those big Amberjacks, Groupers, and Barracuda 
wanted with our line and tackle. 

“We returned at dusk, for refreshments and sleep, 
to the old, hurricane-wrecked fish house at Knight Key 
Harbor. There we met Russian Ed, the happy, care- 
free, shipwrecked sailor, from Riga on the Baltic. He 
lives all year in an old ‘one-lung’ boat, catching fish 
when he can sell them for three cents a pound, and 
‘catching’ some guiding. When asked what his last 
name was, he said, ‘Oh, call me Smith!’ 

“The next few days were spent cruising and loafing 
near Sombrero Light and the numerous keys. The 
return trip to Fort Lauderdale was made in about 
a day and a half and the ‘Carolina’ was again tied 
to her mooring in the New River. On returning North, 
we left behind us pleasant memories of the fighting 
big fish abounding in and about Sombrero Light 
Shoal. We were determined to try again, next year, to 
get the ‘Big Ones’ that ran away with our hooks, lines, 
and sinkers, possibly in a new yacht that would take 
us faster and farther into those far off blue waters, 
so intriguing.” 


Daring Styles Dominate 


[CONTINUED FROM PAGE 30] 
is black with green, wine and gray. Designed for early 
promotion. 

And speaking of timing shoe promotions, hats off 
to the Guild member who offered three groups for July, 
August and September selling. The July line in per- 
forated, boxless styles, airy, cool and soft but new 
looking. The August line in grosgrain trimmed types 
for that first dark dress. The September line in def- 
initely Fall patterns for real Fall clothes. There would 
be no doldrums in the shoe business if every manufac- 
turer planned and retailer bought his shoes with the 
calendar and customers’ costumes so clearly in mind! 
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WARNING 





DESIGN PATENT 
No. 102622 


We will take legal 
action against any- 
one who copies 
this shoe or makes 
a shoe which its a 
simulation of this 


design. 


VALLEY SHOE 
CORPORATION 


2868 SO. 13TH ST. 


ST. LOUIS, MO. 





pS! 
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ge FOR ALERT DEALERS 
| IN OPEN TERRITORIES 


Smartly styled . . . Comfort-cushionéd .. . 
Expertly fashioned ... popularly priced and 
Nationally Advertised! The American Girl 
Shoe is setting new volume and profit records. 
in leading stores throughout the country. 


Complete IN-STOCK service assures imme- 
diate delivery most sizes AAAAA to EEE. 


Guaranteed as Advertised in 
GOOD HOUSEKEEPING 


NATIONALLY ADVERTISED 
TO RETAIL PROFITABLY AT ; 2 
We have a sensational proposition for alert, 


$h.00 AND $h.90 aggressive dealers in cities where we are 


not now represented. Our salesmen are 


Slightly higher West of now on the road. We hope to maintain our 
Rocky Mountains current price levels as long as possible. 
Wire or write for showing. 


B. WOLF SONS COMPANY 


CONSOLIDATED SHOE CORPORATION @ CINCINNATI, OHIO 
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Shoe Wews 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, MAY 8, 1937 


NATIONAL NEWS 





Boston Looks for Big Shoe Fair 





Reservations of Hotel Rooms for Buyers Received 
to Date Exceed Last Year’s Figure, Fair 
Management States 


Boston, Mass.—Requests for hotel 
rooms to accommodate buyers planning 
to attend the Boston Shoe Fair, to be 
held June 1, 2 and 3, far exceed the 
number handled at this time last year, 
according to a statement issued by the 
New England Shoe and Leather Asso- 
ciation. Manufacturers and salesmen 
who have recently returned from trips, 
during which buyers in all parts of the 
country were contacted, report that 
wherever they went, they found buy- 
ers arranging their plans to be in 
Boston for the show. 

“The Boston Shoe Fair this year,” 
says the statement, “should prove the 
most successful Summer show in many 
years, because not only has its date 
again been advanced to the first week 
in June, a month earlier than in for- 
mer years, but also because it will be 
the only national Summer shoe fair 
this year, the Chicago show having 
been abandoned. This should prove a 
boon to all buyers and manufacturers, 
for not only will the early placement 
of orders give both an advantage of 
several weeks in getting their Fall 
shoes started, but with general busi- 
ness conditions continuing favorable 
during the last half of the year, it 
should also assure them of at least an- 
other full month of business activity 
which would not have been possible 
were the Fair held in July. And the 
holding of only one major show this 
year will help manufacturers, both 
in a saving of time and money inci- 
dent to double transportation and ex- 
hibition fees and making of extra 
samples. 

“This will also be pleasing news 
to shoe buyers in every section of the 
country, for they now will be able to 
concentrate their activities on one 
show, in one city, thus contributing 
to a great saving of money and time. 
. “It seems fitting that Boston, the 

leading shoe center in the country, 
should again be host to the shoe buy- 
ers of the United States. The head- 





DATES TO REMEMBER 


Boston Shoe Fair, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass.....June 1, 2, 3, 1937 

Pacific Northwest Shoe Retailers An- 
nual Convention, Hotel Davenport, 
Spokane, Wash. 

May 30, 31, June 1, 2, 1937 

Ohio Shoe Retailers’ Association An- 
nual Midwest Shoe Fair, Hotel 
Netherland Plaza, Cincinnati, Ohio 

June 6, 7, 8, 1937 

Iowa National Shoe Travelers Associa- 
tion Shoe Fair, Hotel Fort Des 
Moines, Iowa June 6, 7, 8, 1937 

Wisconsin Shoe Retailers Association 
Convention, Plankinton Hotel, Mil- 

June 13, 14 and 15, 1937 

California Shoe Retailers Annual Con- 
vention, Hotel St. Francis, San Fran- 
cisco, Calif. ...... June 14, 15, 16, 1937 

Illinois Shoe Retailers and Travelers 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill...June 20, 21, 22, 1937 

National Leather and Shoe Finders 
Association Annual Convention, 
Southern Hotel, Baltimore, Md. 

June 21, 22, 23, 24, 1937. 

Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
BWickisvecsece ..-July 18, 19, 20, 1937 





quarters of the Fair, the Hotel Statler 
and other co-operating hotels, provide 
excellent accommodations for both buy- 
ers and exhibitors. The ocean breezes 
of the Atlantic will no doubt add ma- 
terially to the comfort of the visitors, 
and for their pleasure a golf tourna- 
ment under the auspices of the Boston 
Boot and Shoe Club will again be 
held on the first day of the Fair. 
“From every angle, the entire indus- 
try will be interested in the results of 
the Boston show, and it is fair to as- 
sume from the expected large atten- 
dance of buyers that the June event 
will be as important a factor in con- 
tributing to increased activity for both 
leather men and shoe manufacturers 


as was the event last year, which was 
conceded to have been the best Sum- 
mer-time buying show ever held.” 

Railroads have materially reduced 
their rates for shoe men planning to 
attend the Fair. Those interested in 
this saving should inquire of their local 
ticket agent for either 30 day reduced 
rate ticket or regular Summer tourist 
rate. 

All requests for information, making 
of reservations for display rooms, etc., 
should be addressed to James H. Stone, 
Secretary of the New England Shoe 
and Leather Association, 166 Essex 
Street, Boston. 


Boston Travelers to 


Hold Outing 


Boston, Mass.— The Boston Shoe 
Travelers’ Association, at a meeting 
held May 1, voted to hold an outing with 
retail buyers as their guests on July 14 
and named its officers, the members of 
its Executive Committee and one other 
member as a committee to arrange de- 
tails. This outing, insofar as it is finan- 
cially possible, will serve as a substitute 
for the one held in years past in con- 
nection with the Boston Shoe Fair. 

The committee named consists of John 
E. Thomas, president; Fred Pacifici, 
vice-president; George D. Tucker, A. P. 
Richards, George A. McIntire and Carl 
Stevens, members of the Executive Com- 
mittee, and William Brandt. 

Mr. McIntire and Mr. Stevens are 
new members of the Executive Commit- 
tee, having been elected at this meeting 
to fill the unexpired terms of Frank 
Pushee and William A. Noll. 

The meeting was held in the associa- 
tion headquarters at the Essex Hotel 
and was preceded by a luncheon. 


S. J. Jay Vacations in South 


Detroit, MicH.—Steven J. Jay, man- 
ager of men’s departments at R. H. Fyfe 
and Company, has been spending his 
Spring vacation motoring in the South 
with Mrs. Jay and his daughter, Vir- 
ginia. They visited Washington, Vir- 
ginia, spending some time at the restored 
Williamsburg, returning by way of 
Carolina and the Shenandoah Valley. 

Mr. Jay has given up his former plan 
to make a European trip this Summer. 
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Physical Culture Holds 
Fall Style Showing 


New York—Physical Culture Shoes, 
Inc., held the Fall showing of their line 
at the Hotel New York on Sunday, May 
2, at which time the stock styles and 
makeups for the Fall season were se- 
lected. 

The meeting was a well-attended af- 
fair with a large number of Physical 
Culture dealers in addition to the officers 
and sales force of the company, in at- 
tendance. 

L. A. Leopold, general manager of the 
company, presided at the meeting and 
introduced the several prominent speak- 
ers in turn. Following Mr. Leopold’s 
welcoming address, Miss Rhea Nichols, 
of the Allied Kid Company, spoke on 
the trends in colors and leathers for the 
coming Fall season. Miss Nichols pre- 
dicted the biggest black year of all time 
and stressed the importance of promot- 
ing black in shoes for each occasion. She 
went on to say that this Fall would see 
a tremendous upswing in the sale of 
suedes with the season coming earlier 
this season than it has in past years. 

Miss Nichols continued by saying that 
there would be shortage on browns this 
Fall with the manufacturers who are 
stocking from 70 to 80 per cent on black 
and the other 20 per cent made up of 
brown and the other colors. 

Following Miss Nichols’ address, Rob- 
ert W. Ames spoke on “common sense 
retailing” stressing the importance of 
properly fitting the customer for the 
store’s prestige. 

Mr. Ames was followed by Mrs. Mil- 
dred Nell of Harper’s Bazaar who had 
just returned from a three-weeks’ sur- 
vey of shoe retailers and manufacturers 
in the Middle West. 

Concluding the talks, H. C. Segur, 
sales manager of the company, who 
with Walter Benton, both of the Phys- 
ical Culture Shoe company, styled the 
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Features Shoes for Costume Contrast 





Dayton, Ohio—This recent window display used by the Crawford Shoe Company, 
here, accomplished its purpose in two-fold measure. Besides attracting unusual atten- 
tion, the window was successful in putting over to the consumer the idea in back of 
the display which was to show that the shoe of contrasting color was smarter than the 
shoe matching the costume. 

The smail figures are dressed in actual materials pasted on and even the accessories 
are done in like manner. Each figure holds a small color chart showing the proper 
color contrasts for each costume. The actual shoes and bags are grouped around each 
figure to illustrate the different contrasts. 

This successful display was conceived by Paul Crawford and executed by Leroy 


Fryman, 





modeling and construction is completed 
will give this store a modern air-condi- 
tioned building throughout. 

In connection with this expansion 
move by this store, the men’s shoe de- 
partment will occupy a much. larger 
space than heretofore and when com- 
pleted will be one of the finest men’s 
shoe departments in the South. 

A new boys’ shoe department will be 
added to the store and this will occupy 
space on the third floor. This new de- 
partment will be devoted exclusively to 
boys’ wear. Both the men’s and the 
boys’ shoe departments will be man- 
aged by Charles S. Slater who has been 
manager of the department 12 years. 


new Physical Culture line for Fall, 
spoke on rising costs and shoe prices. 
Following his address, salesmen selected 
the stock styles and makeups for the 
Fall season under the direction of L. A. 
Leopold and H. C. Segur. 


Adds Space to 
Men’s Department 


Houston, TEX.—Battlestein’s, one of 
the oldest and most progressive stores 
in this city, is undergoing its second ex- 
pansion move in the past three years. 
Increased volume of business has neces- 
sitated this move which, when the re- 
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Nisley Shoe Co., Pittsburgh 


Ee ok lo You Merchandise i 


Success just naturally comes to the 
store that has good merchandise prop- 
erly advertised and well dramatized. 
Showmanship and dramatization are 
mighty factors in today’s retail pro- 
gram. They build substantially in- 
creased volume by taking it away 
from stores which are drab and unin- 
teresting. 


Every day... . in towns, 


somewhere .. 


,CGRAND RAPIDS STORE, 
*EQUIPMENT COMPANY ~ 


and Factories: 
Michigan 


Main Offices 
Grand Rapids, 


Branch Offices and Representatives in Principal Cities 


villages and cities all over the country, 
our planning staff is helping scores of 
shoe retailers to better volume through 
better planned and more modern stores 
which are attracting from twenty to 
forty per cent more volume . .. reduce 
overhead proportionately ...and 
earn far more profits. 


Let’s talk it over ... there need be no 
obligation on your part. 





MAIL THIS COUPON TODAY 


Grand Rapids Store Equipment Co. B-5 
Grand Rapids, Michigan 


Please send us further information on your 
Store Planning Service and Equipment. 





Name. St._ 


City___ 

























“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 














Salesmen Appointed for 
Walter Booth Shoe Company 


MILWAUKEE, Wis.— Herb Gardner, 
general manager of the Walter Booth 
Shoe Company, Milwaukee, announced 

this week that Guy Rogers has been 

| appointed as salesman for the Wiscon- 

| sin and Michigan territory. John 

Kowalsky will continue to handle the 
Milwaukee, Racine and Kenosha terri- 
tory in Wisconsin and will work in 
conjunction with Mr. Rogers on the 
sale of Crosby Square and Walter 
Booth Shoes. 

Mr. Rogers has had over sixteen years 
of shoe selling experience, eleven of 
which were spent in Wisconsin, and he 
has a very large following among the 
principal shoe merchants. 

Mr. Gardner also announces the ap- 
pointment of W. E. (Bill) Cooper, who 
will cover the New England territory 
on Crosby Square and Walter Booth 
shoes. Mr. Cooper was for many years 
connected with Churchill & Alden and 
is well known among the shoe trade in 
that territory. 

For a number of years Mr. Cooper 
was a basketball star on the Brockton 
Y.M.C.A. team. His headquarters and 
home are at Quincy, Massachusetts. 


Buffalo Retailers Hold 
Final Party of Season 


BuFFALO, N. Y.—Fifty shoe and rub- 
ber dealers, along with quite a number 
of shoe travelers, enjoyed their second 
bowling and card party of the year, 
under the auspices of the Buffalo Shoe 
Retailers Association, the night of April 
28, at Orioles Hall. Arrangements for 
«the party, which will be the last of the 
Winter, were made by a committee 
headed by Harry J. Deters, business 
manager of the association, President 
John I. Jacobs and Treasurer Joseph A. 
Schaetzer. Prizes were won by Edward 
Zirnfeld, George Lemmer, William Hunt 
and R. Massman. The affair proved to 
be a real get-together and lasted until 
after midnight. 



















































Obituaries 


Oliver E. DeRidder 


ROCHESTER, N. Y.—Oliver E. DeRid- 
der, president of E. P. Reed & Company, 
manufacturers of women’s shoes, died 
at his home here Thursday, April 29, 
following a brief illness. He was one of 
the outstanding women’s shoe manufac- 
turers of the country, and his passing 
was a distinct shock, not only to his 
many friends and associates, but to a 
wide circle of acquaintances among re- 
tailers and manufacturers. 





OLIVER E. DeRIDDER 


About eight years ago Mr. DeRidder 
suffered a serious illness, from the ef- 
fects of which he never fully recovered. 
His health improved sufficiently, how- 
ever, to enable him to devote himself 
unreservedly to the business, to which he 
continued to apply his efforts with cus- 
tomary vigor and energy. In January 
of this year he went to Florida for a 
brief vacation and while there suffered 
an internal hemorrhage. He was able 
to return to Rochester and resume his 
executive duties for a brief time, but 
was soon compelled to relinquish his 
work and remain at home. From that 
time on he lost strength steadily. 

Born in 1867, Mr. DeRidder spent a 
part of his boyhood in California and 
there first became associated with the 
shoe business. While still a young man 
he entered the employ of E. P. Reed & 
Company, and later become buyer of 
upper leather for the firm. He came to 
be regarded as one of the best judges 
of upper stock in the country. Possessed 
of a keen merchandising mind and a 
rare style sense, Mr. DeRidder was 
among the first of the women’s shoe 
manufacturers to recognize the new im- 
portance of the style element, which 
virtually revolutionized the women’s 
shoe industry in the years immediately 
following the World War. By that time 
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New Prospects 
Every Day’ 


Mrs. Day's Ideal Baby shoes will be 
worn by most babies during the earli- 
est stages of foot development. What 
better reason for them to on 
wearing shoes of this brand as they 
grow older? Mrs. Day's Flexible 
Hard Soles (2-8) are sold in many 
juvenile shoe departments and should 
} be sold in all. 
| 

| 


*Approximate number of new- 
born infants every day in U. S. 


MRS. DAY'S 
IDEAL BABY SHOE CO. 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft Sole— 
Intermediate and 


‘FLEXIBLE HARD ° SOLES 
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he had become general manager and a 
director of the company, under the late 
Edgar P. Reed, who founded the busi- 
ness. An able executive, he not only 
sensed the new direction of women’s 
shoe merchandising but was able to sur- 
round himself with others who had the 
ability to style, produce and market the 
types of shoes that were in greatest de- 
mand. Thus the firm came to be re- 
garded as one of the most successful or- 
ganizations in the manufacture of 
women’s shoes. 

Mr. DeRidder was as keenly inter- 
ested in the mechanical problems of 
shoemaking, however, as he was in styl- 
ing and merchandising, and was par- 
ticularly impressed with the importance 
of fitting. It was his interest in this 
direction that led to his invention of 
the Matrix molded sole principle. This 
followed a long period of study, research 
and experimentation. As a result, the 
idea of an imnersole carrying elevations 
and depressions corresponding to the 
sole of the human foot was developed 
and patents were issued covering the 
DeRidder process of manufacture. Shoes 
for women embodying this principle 
were put on the market by E. P. Reed & 
Co. under the Matrix trade mark, and 
a license to manufacture the shoes for 
men was issued to Heywood Boot & 
Shoe Co. 

On the death of Edgar P. Reed, Mr. 
DeRidder was elected to the presidency 
of the company, and while continuing as 
chief executive he was able to delegate 
































For High Arches 
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many of his responsibilities to the other 
officers of the company, including G. E. 
Manley, E. M. Reed and W. D. F. Gib- 
son, vice-presidents; J. A. Farley, trea- 
surer, and Lester H. Reed, secretary. 

Mr. DeRidder was a trustee of the 
Rochester Chamber of Commerce and 
for years served as a director of the Na- 
tional Boot and Shoe Manufacturers 
Association. He was a member of the 
Third Presbyterian Church of Roches- 
ter. Such time as he was able to give 
to outdoor recreation was usually de- 
voted to golf and he was a member of 
the Oak Hill Country Club. He leaves 
his widow; two daughters, Mrs. Lois De- 
Ridder Taylor and Mrs. Rush Clarke, 
whose husband is a member of the sales 
staff of Johnson, Stephens & Shinkle 
Shoe Co., St. Louis; also two grand- 
children. 

Funeral services were held Saturday, 
May 1, at the home, 20 Landing Road, 
and interment was in Mount Hope 
Cemetery. 





George H. Pulsifer 


HAVERHILL, Mass.—George Herman 
Pulsifer, long identified with the shoe 
ornament business in this city and Prov- 
idence, died April 30 at his home, 22 
Summit Avenue, after an illness of six 
months. He was in his 70th year. 

Mr. Pulsifer organized the G. H. Pul- 
sifer Company, manufacturer of shoe 
ornaments, in 1908, later merging with 
Joseph A. Dalrymple, father of Mayor 


George E. Dalrymple, in the Dalrymple- 
Pulsifer Company, retiring in 1922 to 
engage in the manufacture of women’s 
turn shoes. He re-entered the shoe deco- 
ration business in 1927, reorganizing his 
former company and moving it to Provi- 
dence, where it now operates. 

Mr. Pulsifer was born in Gloucester, 
August 2, 1867, and came to Haverhill 
at the age of four. He was graduated 
from the Bryant & Stratton Business 
School, Boston, in 1894. He was a mem- 
ber of Saggahew Lodge, A. F. & A. M.; 
Pentucket Chapter, R. A. M.; the 
Haverhill Country Club and Pentucket 
Club, and attended the First Baptist 
Church. He joined the fire department 
in 18938, resigning as district chief in 
1906. 

He is survived by his wife and two 
daughters. 





Chas. Meis Shoe Co. Acquires 
Dyer and Hall Trademark 


CINCINNATI, OHIO—The Chas. Meis 
Shoe Mfg. Co., of this city, has ac- 
quired the trade mark “Cinderella” 
from Dyer and Hall of Auburn, Maine, 
and will feature it on a new line for 
Fall in the retail price range of $5.00 
to $5.50. The name “Cinderella” was 
first used on shoes in 1904 by a con- 
cern in Philadelphia. Later, Dyer and 
Hall purchased it and used it on their 
shoes until they closed up their busi- 


ness. 








Two piece metal oo support; a 
rigid member for the transverse 

arch; semi-flexible member for 
the anterior aa bandage grip upper. 


and take advantage of the customer 
acceptance that the Racine Doctor 
line is enjoying. Developed to 
PREVENT foot ailments, the 
Doctor Line is also effective in 
CORRECTING the trouble. It pro- 
vides Foot Health for men. Supple- 
menting the original Doctor Shoe for 
high arched feet, we now have the 
Doctor Stabilizer for low arched 
feet. 

Yet Style is not sacrificed. It 
combines with scientific construc- 
tion. With the Doctor Line you can 
fit all types of men’s feet 100% 
better than ever before. Further 
details and information will be sent 
at your request. 
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A lightweight spring steel shank 
moulded leather osecalsis stabilizer 
and cuboid balancer; superimposed 


and pegged firmly in the areh 
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Children's Shoes 
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Children’s Welts 
Finest Quality 
Write fer Information 
NAHM fpereses SHOE 
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Kim Barton Moves to South 


BIRMINGHAM, ALA.— Kim Barton, 
well-known sales representative of the 
Freeman Shoe Corp. in the South, has 
moved his home from Kansas City, Mo., 
to Birmingham, Ala. 

The Barton name is well known in 
the Central West and especially so in 
Kansas City where Mr. Barton’s father 
was head of a big jobbing house which 
Kim Barton and his brother, Sam, 
were later managers of before it was 
taken over by the U. S. Rubber Com- 
pany. 

Now being the Freeman representa- 
tive in Alabama and Mississippi, Mr. 
Barton has moved his home to Birm- 
ingham, the center of his activities in 
the South. His headquarters are now 
located in the Hotel Thomas Jefferson 
in that city. 


Pachel Store Modernized 


CARNEGIE, Pa.—P. A. Pachel has re- 
cently modernized his shoe store here, 
with the addition of new fitting chairs 
and stools of the modern chrome steel 
type. He has also added several other 
modern shoe store accessories making 
of his store one of the best-looking 
shops in the locality. 


Congratulations to 
W. B. Altsman 


PoRTSMOUTH, OHIO—A banquet was 
held in honor of W. B. Altsman, vice- 
president of the Selby Shoe Company, 
Portsmouth, in celebration of his 
fiftieth year in the shoe business. He 
entered the employ of the shoe com- 
pany, then the Drew-Selby Company, 
on January 28, 1887. He has been a 






W. B. ALTSMAN 


member of the firm during its transi- 
tion from a small shoe factory to one 
of the largest in the United States, 
with affiliations in many countries of 
the world. During those fifty years 
with the firm, Mr. Altsman has been 
an important factor in the growth 
and success of the business, which 
emerged in 1902 as the Selby Shoe 
Company. 

“The shoe business has seen many 
changes,” Mr. Altsman said, “since I 
first became affiliated with the Selby 
Shoe Company, but it has grown more 
interesting with the advance of years.” 

Styles were not an important part 
of the early shoe industry. Then the 
company manufactured only four or 
five staple styles which included the 
button boot, lace boot, oxford and the 
old-fashion “gaiters.” The shoes were 
not made for style according to style 
trends today, but for comfort. High 
heels or spiked heels were not on the 
market. These shoes of earlier days 
were made to cover the foot and ankle 
—the high-top variety—and gave ser- 
vice and comfort to the wearer. Some 
shoes laced almost to the knee—for 
the modest woman, perhaps. Others 
were of the ankle coverage, and a 
few were low cuts. All shoes tapered 
into a point at the toe and every once 
in a while the “stylists” slipped in 
a nifty trimmed shoe for the more 
daring woman. 

There wasn’t much variety in leather 
either, “When I first entered the 
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EVERYONE IS 
ROUGHING THEM 


for fall and specifying 


; , 
RUFFIT is the outstandingly 
popular sueded leather. Has 
everything—fine nap, soft feel, 
authentic colors (20), aniline 
dyed, and exceptional cutting 
figures. Your manufacturer prob- 


ably uses RUFFIT—but you can 
make sure by asking him. 


SLATTERY 
BROS. 


TANNING CO. 
BOSTON, MASS. SALEM, MASS. 


































leather department,” Mr. Altsman said, 
“we only had about six kinds of leather 
material for the manufacture of shoes. 
Now there are between 600 and 800 
‘live’ leather numbers for which we 
are apt to have calls at any time. The 
character and style of shoes deter- 
mines the type of leather or cloth to 
be used in the manufacture of the 
last.” 

Mr. Altsman took over the purchas- 
ing of leather in 1902. He has seen 
many changes since then; and is a 
keen student of the continuing prog- 
ress of shoes and shoemaking. 
























Gilbert F. Jonas 
with Boyd-Welsh 


St. Lovis—Boyd-Welsh, Inc., has an- 
nounced the appointment of Gilbert F. 
Jonas as stylist for the Peacock line. 
Mr. Jonas joined the Boyd-Welsh or- 
ganization March 1. During the past 
few years he has been associated with 
The Pedigo Company. 

The new Peacock line for Fall was 
given to the sales force April 30, dur- 
ing a special conference at the factory. 
The men were in their respective terri- 
tories May 3. 

Boyd-Welsh, Inc., has enjoyed steady 
increases in business during the past 
few seasons, reflecting the trend to- 
ward higher quality merchandise. 
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SPRING-TO-FIT 
The Ideal Shoe Form For Every Use! 


Here’s the ideal shoe form shoe men every- 
where rely on! It does a complete job in 
displaying their line. It’s handy, it’s sim- 
ple to use, and it is thoroughly satisfying 
for either window displays or salesmen’s 
samples. If you want the form that will 
give you the perfect display, that will not 
be seen inside the shoe, that’s so very light 
in weight, Spring-To-Fit is the form you 


want. Write us today for prices. 


SHOE FORM CO., INC. 
AUBURN, N. Y. 


For full information telephone the nearest 
branch office of United Shoe Machinery Corp. 


Northampton 
England 
- Paris 
Melbourne, Australia Siento 





Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Canada 


Frankfort 
Germany 


Mexico City, Mexico 














Vitality Salesmen See 
Fall Styles 


St. Lovuis—The Vitality lines for 
Fall were presented to the sales force 
the week of April 19, and on Monday 
night a dinner and revue of Fall styles 
was held at Hotel Statler. The affair 
was attended by the Vitality sales force 
and fifty visiting merchants from all 
sections of the country who were seated 
opposite a runway constructed the 
length of the dining hall. 

As each model appeared on the run- 
way, a description of the shoe worn and 
the place of importance it occupied in 
the line was given by C. E. Goodrich, 
the Vitality stylist. Each model car- 
ried a card naming the pattern, the 
last and the heel heighth, so that it was 
at all times possible for those in atten- 
dance to identify the shoes and make 
whatever notes would be interesting for 
their future reference on the program 
supplied. 

The showing was also attended 
by officers and directors of the In- 
ternational Shoe Company, and a 
brief word of welcome was spoken by 
W. H. Moulton, president. 

A. B. Fletcher, general manager of 
the Vitality branch, presided, and C. L. 
Hein, sales manager, introduced the 
visiting merchants, company officers 
and sales force. R. E. Clark, merchan- 
dise manager, and J. L. Johnson, adver- 
tising manager, were other members of 


the Vitality executive staff in atten- 
dance. 

Vitality prices are slightly higher for 
the Fall season, in line with rising 
costs; however, white shoes and Spring 
styles of a seasonal character remain- 
ing in stock were not advanced in price. 

The new fall lines were acclaimed 
enthusiastically by the visiting mer- 
chants and the Vitality sales organiza- 
tion, who were unanimous in agree- 
ment that the balance. in the line-up 
was wonderfully carried out and the 
styles exceedingly well planned in line 
with popular trends for Fall. The big- 
gest season in Vitality’s history was 
predicted. The Spring season just 
closed was the largest of any so far 
on record for Vitality, and every indi- 
cation is that the Fall season will ex- 
ceed this splendid record by a very 
substantial total. New lasts have been 
added for Fall, and in every depart- 
ment the line-up has been strengthened 
and made more complete and compre- 
hensive. 

No changes in the sales organization 
were announced. On January 1, Mr. 
Goodrich came into the organization 
as style man, and at that time R. D. 
Fletcher was named to succeed him in 
the Rocky Mountain States territory. 

The following is a list of Vitality 
salesmen in attendance: M. P. Brin- 
gardner, Indiana, Michigan; J. R. Bur- 
riston, California; R. C. Farrar, Texas; 
J. W. Field, southern states; R. D. 


Fletcher, Rocky Mountain states; W. J. 
Harney, Ohio; W. L. Jonakin, Virginia, 
West Virginia, Kentucky, Maryland; 
J. L. Locke, southeastern states; J. G. 
Mazur, Illinois, Iowa; A. R. Moore, 
Minn., Wis., North and South Dakota; 
W. M. O’Bryen, Mo., Kan., Okla.; 
Larry O’Connor, eastern Pennsylvania; 
A. W. Shaw, New England; H. E. 
Summers, western Pa.; J. C. Thomas, 
New York State; A. K. Umphrey, 
Northwest; M. A. Weiss, Greater New 
York area. 


New Barker Store Opened 


LANSING, MicH. — Simplicity and 
beauty are featured in the new Barker’s 
shoe store which opened here recently. 

The store is decorated in cream color, 
with natural wood shelves and mirror 


panels. The floor is partially covered 
with a heavy rug over a modernistie 
inlaid linoleum in a color scheme of 
red, cream, black and green. Modernis- 
tic chrome and leather furniture adds a 
touch of distinction to the store. 

The front of the store is white marble 
with large porcelain letters with neon 
lighting. Plans have been made for a 
complete cooling system in the store for 
use during the Summer. 

Exclusive lines of nationally known 
shoes for women are carried by Barker’s 
in prints, multi-colors, whites, linen, 
toe-less and sports styles. 

Joseph Delbuno is manager of the 
local store which employs 14 clerks. 
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Philadelphia Travelers 
Hold Initial Luncheon 


PHILADELPHIA, Pa. — Following the 
resolutien passed at a special meeting of 
the Philadelphia Shoe Travelers Asso- 
ciation in April, to hold on the first 
Saturday of each month, an informal 
get-together luncheon, the initial one 
took place at the Hotel Adelphia on 
Saturday, May 1. 

About a dozen members were present, 
which was regarded by the officers as a 
very good showing for a new activity, 
and as outlined, the meeting was of the 
most informal character. . Conversation 
around the luncheon table was of a 
general character both during the meal 
and afterward, and covered a wide 
range of subjects from a discussion of 
general conditions and their effect either 
present or prospective upon shoe busi- 
ness and the individual problems of the 
individual shoe salesman, to anecdote 
and story. 

Altogether the meeting was regarded 
as very successful and as the news of 
these occasions is spread around among 
the membership, a steadily growing at- 
tendance is anticipated. The next and 
final meeting of this character over the 
Summer season will be held on June 
5, due notice of time and place to be 
given. 


Thomas Named Shoe Manager 
WORCESTER, Mass.—F red L. Thomas 
has been made manager of the shoe de- 
partment of Barnard, Sumner & Put- 
nam, local department store. Mr. 
Thomas has been with the department, 
operated under the direction of the 
Walk-Over company, for six years. 

He succeeds Merritte LaPlante who 
had been manager for several years. 
Mr. LaPlante is now associated with 
S. L. Bird, Detroit. 

Mr. Thomas reports a rapidly grow- 
ing children’s department with pairage 
running higher each month. This de- 
partment has been featuring shoes at 
$2.25 to $3.50 and has recently added a 
$3.50 to $4 line. 

The department is now launching, in 
cooperation with the entire store, its 


107th birthday sale. 





Logger Boots for the C.C.C. 


Boston, Mass.—The Chippewa Shoe 
Manufacturing Company of Chippewa 
Falls, Wis., has been awarded the con- 
tract to make 7661 pairs of leather log- 
ger boots for use by the Civilian Conser- 
vation Corps. The price per pair is 
$7.00, bids ranging as high as $7.78. The 
award was announced April 26 by the 
Boston Quartermaster Corps, Army 
Base, Boston. The last award for these 
boots was made at a price of $7.25 per 
pair. 





Roberts Acquires Control 


of Stone Shoe Company 


CLEVELAND, OHI0O—Jay Harold Rob- 
erts, long connected with the Stone 
Shoe Company of Cleveland, has pur- 
chased a controlling interest in the 
organization and has become its presi- 
dent. Mr. Roberts acquired the entire 
interest of Mrs. K. L. Fontius, major 
stockholder. Mrs. Fontius is the widow 
of the late Fred J. Fontius, who was a 





J. H. ROBERTS 


partner of the founder, Norman O. 
Stone. She has now retired from active 
business enterprise after many years 
as president and treasurer of the com- 
pany. 

Mr. Roberts, the new president and 
manager, had been at the managerial 
helm of Stone Shoe for six years. He 
originally started selling shoes in 
Zanesville, Ohio, at the age of 14. He 
went to Mansfield, Ohio, in 1915, and 
was employed in a shoe store for six 
years. He left in 1921 to become man- 
ager of the Stone Shoe Company’s East 
105th Street store, Cleveland, and in 
1930 he was made assistant buyer of 
women’s shoes and buyer of children’s 
shoes. The next year he was named 
vice-president and general manager of 
the Stone organization. 

The company’s general staff con- 
tinues with little change. C. V. Howald, 
who has been with Stone for 25 years, 
becomes secretary of the company, suc- 
ceeding D. P. Jones, who retired on 
account of ill health. J. J. Graul con- 
tinues as assistant manager and buyer 
of men’s shoes. Other department heads 
are: H. V. Hanson, manager of the 
children’s department; Merle Wilson, 
manager of the women’s department; 
B. C. Robideau, manager of the M. W. 
Locke Department; Charles Lesher, 


manager of the E'uclid-105th Street 
store; King Daywalt, manager of the 
Shaker Square store; Dr. J. S. Ansley, 
chiropodist; and H. H. Dopmeyer, ad- 
vertising manager. 
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The Stone Shoe Company is one of 
the oldest retail footwear institutions 
in the state, having been founded by 
Norman O. Stone 74 years ago and 
operating its first store at 202 Superior 
Avenue N. E. The main store of the 
present organization was_ recently 
moved from 312 Euclid Avenue to 840 
Euclid Avenue, where it now boasts 
of being one of the largest retail shoe 
stores in the country. 

Mr. Roberts is well known in the 
shoe business and the growth of the 
Stone Shoe Company over the past 
decade or more has been largely due to 
his efforts. He was the first president 
of the Cleveland Shoe Retailers Asso- 
ciation and has served as a director of 
the National Shoe Retailers Association 
for the past five years. 





Maine Retailers Elect Officers 


AvucusTA, Me.—Fifty or more retail 
shoe merchants operating in the cities 
and towns of this state gathered at the 
Augusta House here, on Sunday, April 
25, and voted to revive the activities of 
the Maine Retail Shoe Merchants’ As- 
sociation and made plans to hold a series 
of regular meetings. 

Officers elected include: 

President, Rudolph Trafton, Port- 
land; first vice-president, Eugene Pome- 
leau, Gardiner; second vice-president, 
Dennis Curran, Bangor; third vice- 
president, Maynard Moulton, Lewiston; 
secretary -treasurer, Bart Sullivan, 
Portland. Directors: Arthur Labbe, 
Augusta; Albert Shiro, Bangor; D. J. 
Wellehan, Lewiston; G. A. Wheeler, 
Portland; W. J. Michaud, Sanford, 
and Maurice Shafmaster, Bangor. 

This association was first organized 
twenty-two years ago, D. J. Wellehan, 
a member of the present board of direc- 
tors, being one of the older members. 
The next meeting will be held in Au- 
gusta on June 20. 





Hoyt Opens New Store 


MANCHESTER, N. H.— Malcolm E. 
Hoyt, for a number of years vice-presi- 
dent and secretary of F. M. Hoyt Shoe 
Co. of this city, opened a new retail 
shoe store recently, located at 946 Elm 
Street, here. Whereas he sells shoes 
for women and children, he is making 
a specialty of men’s shoes which are 
manufactured according to his own ideas 
and specifications. He reports that he 
is attracting an excellent class of trade 
and is very optimistic regarding the suc- 
cess of this venture. 


A. Palter With 
Chas. Meis Shoe Co. 

CINCINNATI, OHIO — Aaron Palter, 
brother of Dan Palter of Palter-DeLiso, 
Inc., has joined the sales force of Chas. 
Meis Shoe Mfg. Co. Mr. Palter will 
cover California and the Pacific Coast. 
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80 Per Cent Whites at Chicago Show 


mab 


PRE-WELTS 


740 PATENT 
LEATHER 
742 WHITE ELK 


SIZES 2/8 


Check up on the summer line 
you'll carry this year. Is it the 
children's shoe mothers .are sold 
on? Is it the shoe children eagerly 
want to wear? Is it the line you 
can rely upon for agreeable 
profits? If your answer is "yes", 
then the line you will carry is 
Elam's! 


F.S. ELAM SHOE CO. 


176 No. WATER ST. ROCHESTER, N. Y. 


DIST RIBEC TORS 
nt Oks ee 40) 054 439 Marbridge Bldg 
STO MO), Fae ot tile sige) 

NEW ORLEANS B. Rosenberg & Sons 
LOS ANGELES: Boston Shoe Co 
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Buying by Retailers Indicates One of the Greatest White 
Seasons Ever, Middle West Travelers Say 


Cuicaco—More than 25,000 pairs of 
Summer shoes were reported sold dur- 
ing the two-day show for buyers given 
by the Shoe Travelers Association of 
Chicago at the Hotel Morrison, April 
26 and 27. Because of the success of 
the affair, given so that merchants may 
view complete lines instead of having 
them pulled from suit cgses and sam- 
ple cases, it has become a regular 
monthly event. 

More than 200 buyers attended the 
show, coming from all points of the 
middle west. About 30 of these were 
from such distant points from Chicago 
as Ames, Iowa, Fond du Lac, Wis., Mil- 
waukee, La Porte, Indiana, and points 
in Michigan and Minnesota. Merchants 
from all sections of Chicago and rep- 
resentatives of State Street stores also 
attended, 

Of the total shoes sold, 75 per cent 
were women’s shoes and at least 80 
per cent of these were whites. Nearly 
all exhibitors report that from pres- 
ent buying one of the greatest white 
seasons in history is indicated. Part of 
this is attributed to the predominance 
of high styles, open toe and open heel 
models, which shoe merchants are con- 
fident women will prefer throughout 
the Summer. Many of them reported 
that women have been made high and 
extreme style conscious in the Spring 
shoes and will be willing and anxious 
to carry out the idea to even greater 
extremes in Summer whites. Many 
completely perforated and partially 
perforated models were shown and 
sold. Popular numbers were also high 
tongue lace styles, lattice work models, 
bracelet numbers, abbreviated sandals 
and wrap around straps. 

Bright coronation colors also went 
well with the same high styles and 
open work models carried out in the 
lighter Summer fabrics. Colors for 
Summer, however, tend toward pastels 
and the lighter of the coronation 


In Sole Leathers ... just as there is...In Clubs 


The stroke of a golfer is benefited by a particular club adapted to his swing as is 
his stride by a sole leather flexing to foot-action. 
respond to that which makes for perfect performance. Soles of U.S. Leather possess 
the essential qualities to insure foot ease and foot comfort under all conditions. 


The UNITED STATES LEATHER COMPANY 


27 Spruce Street, New York, N. Y. 


Exhibitors were Collingwood Shoe 
Co., Plaut-Butler Shoe Co., Franzen 
Slipper Co., Restful Footwear Co., A. 
Sandler Co., Owen Edward Shoe Co., 
Pacific Shoe Co., Manning-Gibbs Shoe 
Co., Belle Meade Shoe Co., Lloyd Shoe 
Co., Saxe Brothers Shoe Co., Herbst 
Shoe Mfg. Co., Best Shoe Co., United 
Shoe Mfg. Co., Roger Brothers, Ideal 
Shoe Mfg. Co., Wohl Shoe Co., Wil- 
liams Shoe Mfg. Co., H. C. Godman 
Shoe Co., Star Shoe Mfg. Co., Groves 
Shoe Co., Welans Shoe Co., M. J. Saks 
Shoe Corp., Sinbac Shoe Co., St. Louis 
Novelty Shoe Co., Wiley, Bickford, and 
Sweet, Brilliant Bros. Shoe Co., Gale 
Shoe Co., Barak Shoe Co., Bloom 
Brothers, Alex Katz Co., Diamond 
Shoe Co., Owens Shoe Co., Sherman 
Bros., Inter-Allied Slipper Co., Monroe 
Shoe Company, Allied Shoe Co., Breen 
Shoe Co., and Dainty Maid Slipper Co. 
Handbags were shown by La Mode 
Bag Co., Morris, Mann and Reilly and 
Crystal Leather Co. 

















Arm-action and foot-action 





















Can a “Wide Service Industry” | 


Be Labor Regimented? 


(CONTINUED FROM PAGE 23] 


garded by the industry as falling into 
a definite grade and type of manufac- 
turer. 

“On the other hand, from the view- 
point of consumer requirements and 
corresponding industry-wide opera- 
tions, the National Boot and Shoe 
Manufacturers Association must also 
consider shoes of all grades and for all 
purposes, such as children’s, women’s, 
men’s dress and work shoes of differ- 
ent types of construction, including, in 
addition to welts, turned shoes, Little- 
ways, McKays, stitchdowns, cemented 
soles, slippers, etc., all of which must 
be produced and distributed through 
25,000 to 30,000 retail stores. All these 
shoes must be in sizes, widths and 
styles necessary to meet the consumers’ 
demands and needs, and at prices 
which the consumer’ can: pay. In view 
of these facts, we regard the indus- 


try more from the standpoint of a 
service industry. 

“Consideration of any plans or sug- 
gestions that would affect the welfare 
and development of the shoe manu- 
facturing industry along the highly 
competitive lines existing among these 
several hundred manufacturers, and 
meeting the demands and requirements 
of our entire consuming population, 
would, therefote, require very careful 
consideration on the part of the indus- 
try as a whole. 

“We are, therefore, briefly outlining 
the position of the Association and the 
difference in point of view when con- 
sidered from an industry-wide basis, 
as compared with the problem before 
you involving only a particular type 
of shoe made by a few manufacturers 
to definite specifications on Government 
contracts. 





Water Repellent Leathers 


[CONTINUED FROM PAGE 25] 


drill or kip linings are bound to stiffen. 
When so many various tannages of 
leather go into a shoe, careless treat- 
ment is bound to make an uncomfortable 
and possibly a very squeaky shoe. After 
a day of wet weather wear the shoes 
should be carefully treed or stuffed and 
allowed to dry away from heat or 
flame. In the strictly oil treated cate- 
gory, it is useless to polish shoes, but 
the Norwegian grain or side leathers 
should be given normal polish for oily 
surfaced leathers. The occasional ap- 
plication of saddle soap or Dryfoot 
will help retain the dull attractive sur- 
face. Neatsfoot oil or Cod oil, too, in 
limited quantities to avoid excessive 
lubrication are advisable. 

The selection of a good oil treated 


sole and innersole are essential in 
making these water repellent shoes. 
Double construction and the addition 
of storm-proof welts also make a more 
water tight job. It is well for the re- 
tailer to remember that shoes of this 
type will probably be worn with heavy 
wool socks and, therefore, should be 
stocked and fitted a half size larger. 

We illustrate a selection of styles 
featuring various surfaces from the 
more practical oily finish to the oil 
treated grains which vary in the effec- 
tiveness of their water repelling qual- 
ities. These also feature double con- 
struction, veldt construction, reversed 
double construction and welts with 
additional storm welts. 





Merchandise Shoes 


Through Windows 


[CONTINUED FROM PAGE 40] 


Number One consideration is a defi- 


nite program as to what will be done. 


for a period. In our locality, Winter 
resort shees and accessories have a 
much stronger appeal than in com- 
munities located up North and in the 
East. Any one can pack out on a Satur- 
day or Sunday and in a few hours’ 
drive be at a smart desert resort, so 
immediately after Christmas a show- 
ing of many different types of shoes for 
resort wear is made. 

Light colored, white, spectator and 
active sport types of shoes are some- 
what difficult to move even here, un- 
less there is a definite appeal made to 
dramatize and merchandise them. A 
blowup scene from one of the nearby 
desert resorts, living cactus and other 
desert plants, furnishes the back- 


ground for the story of why one should 
buy these shoes. 

A showing of this nature creates a 
definite urge for that extra pair of 
shoes so necessary for the well being of 
the wearer and so necessary for the 
sales total of the store. No volume busi- 
ness is expected on this first pre-season 
showing of sportswear shoes. An in- 
crease in pairs over what might be 
sold is always noted. 

Then again, here is the angle on 
which we work; many passersby who 
have studied our windows are really 
potential customers. A great many 
will not buy now, but we find that 
later on customers will remark about 
this showing when they buy their sport 
shoes later on in the season. Massed 
dramatic displays do make a lasting 
impression. 
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In every window there are certain 
“hot spots,” or places which naturally 
attract the greatest number of buyers, 
so a rotating system of moving differ- 
ent groups of merchandise into these 
spots‘is used to good advantage. This 
method keeps the displays from going 
stale and often acts in stimulating 
some one number into real action. 





Going the Model Store 


One Better 
[CONTINUED FROM PAGE 39] 


“First, To sell only high grade shoes 
that we can unreservedly guaramtee for 
quality and workmanship. 

“Second, To carry plenty of sizes 
and widths and plenty of styles in each 
make of shoe. 

“Third, To render courteous service 
at all times, through experienced and 
dependable salesmen. - 

“Fourth, To make it pleasant for you 
to shop at our store through the most 
modern ways of merchandising. 

“Fifth, To operate a clean and neat 
store, with high grade men of unqtes- 
tionable character and habits.” 

On the opposite side of the ad, the 
store introduced to the public its per- 
sonnel, who are as follows: 

Robert McCornack, manager and 
part owner of the store; Virgil Gray, 
style man and buyer of women’s style 
shoes; Roy Barnstead, well-known 
Galesburg shoe man, manager of the 
corrective shoe department, and the 
three Bowman brothers, Orville, Algot 
and Allen, who will assist in the store 
as needed. 





Whites to the Forefront 
[CONTINUED FROM PAGE 44] 


to you (and have the time) we'll be 
happy to parade them before you while 
you chalk them off. Here are eight 
at $8.75 . . . by themselves they come 
about thirty different ways.” 

Delman presents a saddle stitched 
pump which it called the “Forerunner 
of an important collection of saddle 
stitched shoes. Calfskin pump, illus- 
trating two advance fashions: The new 
trim of distinct, big saddle stitches. The 
geometric cut, with the abruptly 
squared heel and toe, to shorten your 
foot by an inch. Adding up to the 
most chic pump any Spring outfit could 
ask for.” 

Even in New York, and in other 
retail centers of the North, whites have 
begun to appear in retail advertising, 
while a number of stores are showing 
them in windows. Best & Company de- 
voted a large-sized advertisement to 
brown and white combinations in 
women’s footwear the last week in 
April, illustrating a number of attrac- 
tive patterns. And the next few weeks 
will doubtless see promotions of Sum- 
mer footwear of every description in 
full swing. All in all, it looks like a 
very interesting season from a shoe 
promotional angle. 
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FOR SECURE ANCHORAGE 


Strength and rigidity in shank construction and in wood heel 
attaching are as important to good shoemaking as a proper 
foundation and secure anchorage are to the building of bridges. 





Based upon sound principles, Unishank and permanent (6/C 
Wood Heel Screw combine to promote security in the finished shoe 


These thoroughly tested methods add strength, durability, and 
comfort to the shoe throughout its life. 


GC 
UNISHANK 
INSOLE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMAN WANTED BUSINESS OPPORTUNITY WANTED TO PURCHASE 
SALESMEN: We manufacture an excellent line of WE BUY 
hich retails ‘tae than thee, dollars. Aggressive YOU CAN HAVE A BUSINESS PRO Stocks. “Also Branded Shoes such, as 
sa ran oes as 
salesmen NOW SELLING non-conflicting line pre- FESSION OF YOUR OWN and earn big Walk-Over, Florsheim, Enna-Jettick, -< 


Commission 5%. Most territories open. State 
J particulars in — letter naming line now 
selling. al 





Address 7 ann, care 
BOOT & SHOE RECORDER, 
140 Federal Street, Boston, Mass. 











fee. wien with following Brook- 
lyn, Long Island, New Jersey and Pennsyl- 
vania. Fast selling line Children’s, Misses’ 
and Growing Girls’ shoes—commission. Ad- 
dress F-338, care Boot & mg 2 Recorder, 239 
West 39th Street, New York, N. Y. 


SALESMEN to carry tennis and beach sandals, 
as side line, in New England, must have 
following. Excellent pr ——s for right men. 
I. Goldberg & Sons Co., 59 Lincoln Street, 
Boston, Mass. 








FOR RENT 


STORE ROOM FOR RENT. Suitable for a 
shoe store, modern front, 100% location, only 
one exclusive shoe store in the best town for 
its size in IMNinois. Wonderful opportunity 
for the right party. Julius Sapiro, atseka, 
Illinois. Phone 94. 








LINE WANTED 


G UARANTEED Hotel Showings backed by 
persuasive, intelligent solicitation—the only 
method that wins real respect. All worthwhile 
towns over 8,000 in Illinois, Indiana, Michigan, 
Wisconsin or Minnesota. References. Straight 
commission. Address F-340, care Boot & Shoe 
Recorder, 209 South State St., Chicago, II. 


MOVING to West Coast. Desire well known 
foot appliance and sundry line. Sold 
orthopedic shoes, formerly retail, seven years. 
Travel by car. Address F-341, care Boot & 
re Recorder, 239 W. 39th Street, New York, 











i 


Slipper Manufacturer Moves 


Row ey, Mass.—Wilbur K. Foster, 
manufacturer of men’s and women’s 
slippers, has moved to Haverhill, Mass., 
and is located at 18 Granite Street. He 
will continue to make men’s quality 
turns and popular-priced cemented slip- 
pers in his new location. An annual 
increase in business with a growing 
need for more space has made this move 
necessary. 





income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








ACTIVE PARTNER 


egy Mass. manufacturer of women’s 


make a small investanent and become an 
active partner handling sales. 
Address F-339 
BOOT & SHOE RECORDER 
140 Federal St., Boston, Mass. 








FOR SALE 


IN town of fifteen thousand population, seven- 
teen thousand five hundred in radius of four 
miles, population of county forty-seven thou- 
sand of which this town is county seat, on the 
Mississippi Gulf Coast. P. C. Bolton, Gulf- 
port, Mississippi. 





ity, Arch’ Preserver, =— 
tonians, Stetson, Red 
I R =) I pod R U BIN 
louse of Jobs” 
s9 menae y-eg Cor. Church 
Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 
We will buy surplus or entire stocks ef shoes 
from man jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 
Phene WOrth 2-5377 and 5378 











SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5181 











MERCHANTS’ NEEDS 











New Display Fixture 
on Market 


PHILADELPHIA, Pa.—Under the name 
“Hands of Fashion,” a most unusual 
display unit is now on the market for 
use in shoe store windows. The unit 
consists of two separate pieces, a right 
and left hand with the palms horizon- 
tally placed, and turned upward. Bent 
sharply at the wrist, the forearm 
serves as the supporting column. The 
material is a composition and porcelain 
white in color. Its appearance is 
modern. 


In use the uplifted palm holds the 
shoe, and if hosiery is carried a stock- 
ing can be stretched across the hand 
and the shoe placed over it, or stock- 
ings draped over the hand and the 
shoe placed on them. 











BRANNOCK SHOE- 
FITTING SYSTEM 
1 INCREASE REPEAT SALES 
Satisfied customers return 
2 ATTRACT NEW CUSTOMERS 
One tells others 
3 SAVE % OF FITTING TIME 
Cut down try-ons 


Write for Descriptive Folder 
and list of shoe factories offering Brannock Devices 
at special cooperative price. 














address should be 





mum charge, 75 cents. For all other classified advertisement 
When a box number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


The rate for F pean and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Méini- 
s the rate is 7 cents per word. Minimum charge, $1.25. 
ta sb atce chars igi aald ak the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
KS” Advertisements for this page must be in our New York office on Friday of the week preceding publication. > | 
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MERCHANTS NEEDS 





TOA: 


GAZE 


8) ' 
: out of fashion! 


Composition life size hands, ten 
inches high, porcelain white fin- 
2 ghey Any on the 

ni ce shoe over it—Truly 
a unique and timely item—Guar- 
anteed to please. 


ORDER NOW 
SEGALL & SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 

















Restrict Use of 
Word “Lastex”’ 


New YorK—The increase in the use 
of the word “Lastex” in both advertis- 
ing and editorial matter has created a 
situation with regard to trade-mark 
rights which has impelled United States 
Rubber Products, Inc., manufacturers 
of the patented elastic yarn sold under 
the trade-mark “Lastex,” to adopt a 
more stringent trade-mark policy, to 
guard against any possibility of the 
word becoming generic. 

According to its new policy, “the 
word ‘Lastex’ is the trade-mark name 
applied to an elastic yarn manufactured 
exclusively by United States Rubber 
Products, Inc. (Adamson Bros. Com- 
pany, Inc., is the sole distributor of 
‘Lastex’ yarns, as selling agents.) 

“The word ‘Lastex’ is subject to the 
usual laws and regulations governing 
the use of trade-marks. It is not a 
generic term like silk or rayon. It 
should never be used as an adjective 
or as a descriptive term applied to a 
garment, a material or a process. It 
should always appears with an initial 
capital and be enclosed within quota- 
tion marks, thus, “Lastex.”” When the 
word ‘Lastex’ is displayed in advertis- 
ing matter, the phrase ‘Reg. U.S. Pat. 
Off.’ should appear in small type under 
the ‘Lastex,’ or be spotted by means of 
an asterisk in some other portion of 
the copy.” 

To educate the public to the uses 
and advantages of “Lastex” yarns, to 
safeguard its trade-mark rights, and, 
to prevent the word “Lastex”’ from slip- 
ping into the generic column, its manu- 
facturers are embarking upon the most 
extensive trade and consumer advertis- 
ing campaign in its history. . 


Queen Quality Salesmen 
Receive Fall Line 


St. Louis, Mo.—The Queen Quality 
and Dorothy Dodd division of the In- 
ternational Shoe Company have had 
their salesmen at the factory during 
the past week to receive their new Fali 
lines of samples. This company has 
added new men to its sales force and 
the salesmen are now listed as follows: 

Charles E. Joss, New England; C. H. 
Foss, Upper New York State and Ver- 
mont; N. C. Pyle, Pennsylvania, West 
Virginia and western Maryland; L. W. 
Fineberg, New Jersey, Delaware, east- 
ern Maryland and New York area; 
George A. Brown, Virginia, North and 
South Carolina, Georgia, Florida, Ala- 
bama, Mississippi and New Orleans; 
L. D. Mazur, southern Illinois, Indiana, 
southern Ohio, Kentucky and Tennessee; 
C. R. Drummond, Michigan and northern 
Ohio; John S. Byrnes, upper Wisconsin, 
Minnesota, North and South Dakota, 
Montana, Oregon, Washington and 
Utah; R. E. Byrnes, Missouri, Kansas, 
Nebraska, Colorado and Wyoming; 
E. W. St. John, Arkansas, Louisiana, 
New Mexico, Oklahoma and Texas; 
J. A. Luke, California, Arizona and 
Nevada; J. H. Chapman, Chicago area, 
northern Illinois, Iowa, southern Wis- 
consin and northern Indiana. 

E. W. St. John, one of the latest ad- 
ditions to the Queen Quality sales staff, 
is covering the southwestern territory, 
and N. C. Pyle, another newcomer, is 
covering some of the eastern states. 


J. P. Smith to Emphasize 
“Made in U. S. A.” 


Cuicaco—J. P. Smith Shoe Com- 
pany, in meeting certain requirements 
of the Federal Trade Commission, has 
revamped its well known trade name of 
British Walkers (which has always 
indicated a type of shoe), so that its 
point of production in this country is 
made as evident or as conspicuous as 
the name itself, viz., “Made in U. S. A.” 

The name British Walkers had its 
crigin in the fact that the British peo- 
ple are renowned as walkers and the 
proper type of shoe to be worn anywhere 
should be good for walking. J. P. Smith 
Shoe Company set out to make a qual- 
ity shoe, well styled, to meet this 
natural demand. 

From the inception of the use of the 
name, the company has always made 
it evident that this line is “Made in 
U. S. A.” Response from merchants 
and their interest is shown by the fact 
that many of the best stores in the 
largest cities are promoting this line 
as one of their leaders. 


Purchase Tetu Store 


WoonsockET, R. I.—S. Spitz and 
Leo Lazarus have bought out this store 
following the death of Z. Tetu last 
February, who operated the store for 
the past 13 years. 
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MERCHANTS’ NEEDS 





Provide Proper Fitting 


DUNDE 
Shoe Re-Shaping Device 


Feet having individual 

requirements, some ad- 

justments are necessary 
to provide proper fitting. If YOU 
don’t make them the customer is dis- 
satisfied. Dunde Shoe Re-Shaping 
Devices help you to service your shoe 
sales. They are your easily operat- 
ed, economical, merchandising tru- 
ments. With them you will create 
customer confidence in your store. 


Special descriptive catalog and prices 
on request. Write for your copy now. 


DUNDE 


SHOE RE-SHAPING DEVICES, INC. 


Bldg., 809 8. State Bt., Ohiesge, TU. 
37-39 Bulwer St., Toronto, Canada 








Mr. Spitz was formerly with Lynn 
& Brockton Shoe Store, Pawtucket, 
and more recently with Marvel Shoe 
Store, Pawtucket, R. I. 


White Season Starts 
With Spurt 


ALBUQUERQUE, N. MEXx.—The white 
shoe season started off with a bang in 
Albuquerque, when the first warm day 
appeared. Practically everyone became 
“white shoe” conscious. The shoe deal- 
ers predict the largest season of white 
shoes in history, with at least 85 per 
cent of the shoes worn being white. 
This is true in both men and women’s 
wear. Due to the early start of the 
white shoe season it will necessitate 
the buying of two or more pairs for 
the average individual during the 
course of the Summer. 


Opens “Shoe Box” 


HUNTSVILLE, ALA. — I. Evuchvitz, 
formerly of Shelbyville, Tennessee, has 
opened a new store in Huntsville, Ala- 
bama. He will discontinue his shoe 
department located in Nina’s Apparel 
Shop in Shelbyville. The new store 
will be operated as “The Shoe Box” 
and is well located on the busiest 
street of Huntsville. 
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F. E. Ballou Honored 


PROVIDENCE, R. I.—Before recessing 
at one of its closing days, the state 
House of Representatives paid tribute 
to Frank E. Ballou, veteran shoe re- 
tailer and prominent Republican, who 
has been a member of the legislature for 
25 years. 

The tribute is all the more impressive 
when one considers that James H. Kier- 
nan, a Democrat, speaker of the House, 
sponsored the resolution and took the 
floor to praise Mr. Ballou for his able 
and fair dealings. 

Mr. Ballou is at present a member of 
the Providence Day committee, plan- 
ning this promotional event for all local 
stores as an inducement to suburban 
customers especially. Mr. Ballou is 
chairman of the Retail Trade Board, 
sponsored by the Providence Chamber 
of Commerce, 


—_—_— 


New Vogue in Shoe 


Trimming for Fall 


New York, N. Y.—The Cedar Cliff 
Silk Co., Inc., has introduced a new 
combination in trimming suede shoes 
that promises to set a vogue for the 
coming Fall season. 

The blending of Cedar Cliff de luxe 
Peerless Satin with the various au- 
thentic colors of suede is definitely 
leading the way to a shoe fashion hit. 
The satin itself is available in colors, 
all authentic, and the combination with 
similar tones of suede is a dramatic 
innovation that seems to be clicking 
with shoe designers and manufacturers. 





Marks Completes 
Factory Additions 


CINCINNATI, OHIO—L. V. Marks & 
Sons Co. have just completed new addi- 
tions to their Arch-Triumph and 
Graceful Arch factories, thus consid- 
erably increasing their production ca- 
pacity. The concern has been operating 
at full tilt throughout the past season 
with the exception of the shut-down 
due to the flood. Mr. Julian Marks an- 
nounces hat they have graded up their 
lines for Fall in keeping with the 
general trend toward higher prices. 





Jacobs and Olsen Head 
Charity Fund Committee 


BuFFALO, N. Y.—President John I. 
Jacobs, president of the Buffalo Shoe 
Retailers Association, and Walter Olsen, 
are again co-captains in the shoe and 
rubber industry for raising funds for 
the Joint Charities & Community 
Fund of Buffalo. Last year, the shoe 
and rubber industry, under the leader- 
ship of these two well-known and ener- 
getic fund raisers, went over the top in 
fine shape. This year, the prospects are 
very favorable. 
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A Buying Gui 


BOOTS AND SHOES 


CAMBRIDGE RUBBER CO., Cambridge, Mass. . Oeiim aes S UbibeS sw cones es ae Over 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass...... ....................... 80 
CONNELL, J. M., SHOE CO., S. Braintree, Mass.................................. 82 
ELAM, F. S., SHOE CO., Rochester, N.Y... 0.5.00. 000 ccc cc cce ccc cee cee: Spee 
ENDICOTT-JOHNSON CORP., Endicott, N. Y.......................... re a) 
FLORSHEIM SHOE COMPANY, Chicago, Ill............................ eae | | 
FREEMAN SHOE CORPORATION, Beloit, Wis. ....................-....--ceeeeee VO 
GREEN, DANIEL, CO., Dolgeville, N. Y......................... tnd Cover 
HOOD RUBBER CO., INC., Watertown, Mass....................... Pkb . Saran 31 
JARMAN SHOE COMPANY, Nashville, Tenn.............................. ee. 8, 9, 10 


MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind..... 7 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass..................... ... 50 
NAHM BROS. SHOE MFG. CO., Philadelphia, Pa................................ 52 
RACINE SHOE MFG. CO., Racine, Wis................... Os Tepe ike hate See | 
ROHN SHOE MFG. CO., Milwaukee, Wis............ ath ie it Fes ae 
VALLEY SHOE CORPORATION, St. Louis, Mo.. ie EE 45 
WOLF, SAM B., SONS CO., Cincinnati, O... 46 


LEATHER AND OTHER MATERIALS 


PALIED “Ki COW Boston and Niw Vor... oo. ec. ccc ccc ce wish asks. 
BARBOUR Wasim GO, Brockion, Mass..........0205.60 00660 oo 
BROWN COMPANY, Portland, Me.. FR On Ves EE Looe wee Pe kia ee ae 
COLONIAL TANNING CO., tate, ides. CAE Rr REY Oe Ree 
ENGLAND WALTON CO., Boston, Mei... Ditches an eet aoe ta Cee 48 
LEVOR, G., & CO., INC., New York City........................5. 5b ape oak eee 
ee ea ONO i aie cars oh We be ah Won bai ds lke een. il 
PANTHER-PANCO CO., Chelsea, Mass...... ot Re eee ee ME Eon 3rd Cover 
Serene re Umea, FOOTE, INS Sooo. ccc sk cnc ceva eas del se edae seven’ 29 
SLATTERY BROS., Boston, Mass................0.0 0000005 ralgh Fiche bies ee 
SURPASS LEATHER CO., Philadelphia, Pa... 6.2 cece cee 12 
UNITED STATES LEATHER CO., New York City.....................5............ 55 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


COMPO SHOE MACHINERY CORP., Boston, Mass...................0..ccceseeee 
UNITED FAST COLOR EYELET CO., Boston, Mass............. 0.00000 cece ec aee 36 
UNITED LAST CO., Boston, Mass.. ERO. EEN CE oe ea 
UNITED SHOE MACHINERY CORP., Suen. ‘Oa. Seles eater wae ce ie 
VULCAN CORPORATION, Portsmouth, Bac Keren ey ry Te 


STORE EQUIPMENT AND ACCESSORIES 


BRANNOCK DEVICE CO., Syracuse, N. Y... oes ee ee 
DUNDE SHOE RESHAPING DEVICES, INC., ‘Chicenk Ii. So eee cae 
GRAND RAPIDS STORE EQUIPMENT CO., Grand Rapids, Mich. iy Vay ba pale 
SN ME IIIs FIMGMIOING, PBL. cc ce cee secs iret ws ctcwsedeccecacectecne 59 
Bee were ta, Peon, IN Yo ee ee ik bac c acdc acces 53 
ZOURL SHORE FRONTS,: Niles, Mich... 0.0 c ce icas e eda vea cel dvectecs 37 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City............000000 0.00. ccc ccc cesses 58 
SOSTON See see, boston, Mas... ur 2 ean 13 
biEpree, TUPI bw TORK Clee ee ei ea is 44 
SUN MOE I OE CU eis, eek cis gee cee oe bob cu nseedovecbouct 58 
KIRSCH-BLACHER CO., INC., New York City.................... PU ie? pas 58 


STEPHENSON LABORATORY, Boston, Mass........0 00.00.0000. c cc cece cece ees 
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FALL 


LINES 


NOW OUT.. 


Vieatiy representatives are now in their terri- 
tories with our new fall lines . . . the most 
complete and styleful selection of shoes Vitality 
has ever offered! If you haven’t seen them, wait 
to investigate the Vitality proposition! When you 
do, you'll discover for yourself why last season 
was Vitality’s largest, why the fall season just 
ahead is destined to break all records for dealers 
handling the Vitality line! 


There are new Vitality styles for men, women, 
children and growing girls in a wide range of 
widths and sizes, featuring important new lasts. 
All are attractive... all are priced to sell, with 
only a slight increase due to higher costs . . . and 
most important, all are replete with the inherent 
quality of workmanship and materials that are 
distinctively Vitality’s. Assure yourself of a profit- 
able fall with Vitality! 


VITALITY SHOE CO. - ST. LOUIS, MO. 
Branch of International Shoe Company 


SONORA 


MURIEL 


Vi 


WOMEN'S MEN’S Gi Pores?) 5) BOYS’ 
AAAAA to EEE AAAto G AtoE 
Sizes2to 11 Sizes 4to 14 Sizes1 to 6 and sizes 
$6.75 and $5.50 and $6 $4.50 $2.50 to $5.50 
$7.75 Priced according to size 


ITY 


CHILDREN’S 
Complete Widths 


VITALITY GROWING GIRLS’ AND THRIFT GRADE SHOES 
FOR WOMEN $6.00 e VITAPOISE FEATURE SHOES 
FOR CHILDREN $3.50 TO $8.00, PRICED ACCORDING 
TO SIZE e VITAPOISE FEATURE SHOES FOR MEN $7.50. 
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COLONGEAL FLAME IO! 


THE OUTSTANDING 







OF THE SEASON 
FOR PATENT LEATHER SANDALS 









Celinda by PALTER DE LISO 






The whole range of Colonial Patent reds is having an excep- 
tional success this year. Most exciting of them all is No. 101 
Flame Red, shown here in three bench-made models of Palter 
De Liso’s which have all the patrician beauty of design and 
detail that one naturally associates with their “Footwear of 
Fashionables.” ® Color, as Colonial has developed it in pat- 
ent leather, is color at its best . . . brilliant, rich, eye-stopping. 
Let us send you one of the new Colonial Swatch Books for Fall 
so that you may see the whole range for yourself. Please ad- 
dress your request to Department R. 

COLONIAL TANNING COMPANY, 207 SOUTH STREET. BOSTON. MASS. 


col On IAL 


PATENT LEATHER SHOES 



























Tovarich by PALTER DE LISO 
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London’s famous cobble-stone roads are a real 
test for the shape-retaining qualities of any shoe. 


But then, so are the streets of every American 


city and town. Everywhere you go, everything 


you do, forces a shoe to take strain on a different 
angle. Even sliding side-ways into your car 
throws all your weight on the side of the 
. shoe — throws it right where 
Spaulding Counters can do a 
perfect weight-supporting job. 


FAULDING 


Counters 


“Made in North Rochester, N. H. 


Spaulding Counters are made of imported long- 
fibre hemp and flax that gives them great 
strength as well as resiliency. And Spaulding 
Counters are made to fit your shoes — in rights 
and lefts — and are formed on the very last on 
which the shoes are made. More and more 
manufacturers are making their shoes better shoes 
— by specifying counters that 
can stand the strain of modern 


life — Spaulding Counters. . . . 


NO OTHER PART OF THE SHOE MEANS SO MUCH... AND COSTS SO LITTLE 





~ 
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THERES AN 
ENDICOTT - JOHNSON 
Produ | 





AR RH OEE RIN 


ii re OP gee 
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MAKE THE SUMMER SEASON YOUR MOST 


PROFITABLE SEASON 


Here's a real profit line for every merchant to feature this 
Spring! A line that will direct the rising tide of fashion-wise 
school girls and other young ladies right into your store 
with a determination to buy. 


Here are really smart new styles, so suitable for Summer 
wear and so much in line with what the stylish young miss 
demands, that they should be termed a "necessity" line for 
every store this season. 


Show these shoes in your windows at once! The wide range 
of styles and the extremely popular prices will attract 
immediate attention! 


Endicott Johnson's White Shoes displayed and merchan- 
dized in the right way can make your Summer season the 
most profitable season of the year! 


3518—Girls'’ White Side Two 
Eyelet Tie, 10/8 leather heel, 
Cem Pro Construction. Sizes 
SERFS 5c ice CW A. As 1.50 


3519—Same in Misses’ in Sizes 


1584—White Side Sandal Snap 
on Kiltie Tongue, |1/8 leather 
heel, Cem Pro welt construc- 


hon, Set-3/9 es 1.60 


5018—Misses’ & Child's White 

Elk Two Strap Sandal, Rubber’ 

Sole, Stitchdown. Sizes 8!/>/2. 
Ty 


ENDICOTT JOHNSON WHITE 
SHOES FOR YOUNG LADIES 


3658—White Side Sandal, !9/8 Con- 
tinental Heel, Cem Pro construction. 
Sizes 3/9, WidthC ........... 1.55 


3660-——White Side Front Strap San- 
dal, 15!/2/8 Cuban Heel, Cem Pro 
Construction. Sizes 3/9, Width C. 

1,55 


3664—White Side U Throat Tie, 19/8 


Continental Heel, Cem Pro construc- 
tion. Sizes 3/9, Width C ...... 1.55 


3524—Girls' White Side Front Strap, 


11/8 covered heel, Cem Pro con- 
struction. Sizes 3!/>/8 ........ 1.60 


3500—Same in Misses. Sizes |2!/,/3. 
1.35 


3500!,—Same in Child's. Sizes 
at 1.25 


3504—Girls' White Side Two Buckle 
Sandal, 10/8 leather heel, Cem Pro 
construction. Sizes 3!/>/8 .....1.50 
3505—Same in Misses. Sizes | 2!/5/3. 

1.30 
3477—Same in Patent. Sizes 3!/>/8. 

1.50 
3478—Same in Patent in Misses. 


Sizes 12!/,/3 . 1.30 


IN STOCK 


ST. LOUIS, MO 
NE&W YORK CITY 





- 


BOOT AND SHOE RECORDER, 





REGIONAL Jf SERVICE 
~IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE _ ROCHESTER, N. Y. 


T. W. GARDINER CO. KRENTLER BROS. CO. 
LYNN, MASS. ST. LOUIS, MO. 


UNITED LAST CO, KRENTLER BROS. CO. 
BROCKTON, MASS. : MILWAUKEE, WIS. 


stewart & potrenco, THE LAST WORD ywiteo tastco., tro. 


BROOKLYN, N. Y. U N | T E D MONTREAL, ®. @. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Offictal for Men’s Shoes 


at the British Coronation 


BLACK PATENT 
LEATHER 


FOR ALL ROYALTY AND PEERS OF THE REALM 


FOR ALL MILITARY AND NAVAL OFFICERS 
FOR ALL DIPLOMATS AND CONSULS 


AND FOR ALL GENTLEMEN IN MUFTI 


ED 


COLONIAL TANNING COMPANY, BOSTON, MASS. 
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Will See 


THE SATURDAY EVENING POST 
with its millions of readers and 22 
RADIO STATIONS blanketing the 
entire United States from Coast to 
Coast with their millions of listeners 
—will herald DR. SCHOLL’S FOOT 
COMFORT WEEK (June 5 to 12) far 
and wide to foot sufferers in every 
nook and corner in the land. This, sup- 
plemented by Dr. Scholl’s Foot Com- 
fort Remedy and Appliance advertising 
inthe leading Magazines, Newspapers, 
Rotogravure Sections and American 
Weekly runs up the total number of 
persons reached to over ONE HUN- 
DRED MILLIONS ! 


Alert Shoe Merchants who GO ALL 
THE WAY in tying up to this out- 
standing annual merchandising event 
with the commanding Window Trim 


GET RELIEF NOW— 
THIS IS DR. SCHOLL’S ; 
FOOT COMFORT WEEK wereleia344 


INTERIOR DI 
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ede GET RELIEF NOW— 
we provide (which is a perfect hook- THIS iS DR. SCHOLL’S 


up with our full page in The Saturday __ 

Evening Post) and a strong interior | FOOT COMFORT WEEK 
Store Display of Dr. Scholl’s similar to : i 
the one shown below—will cash in the at eg 
heaviest on this big demand. 


Don’t let this avalanche of profitable 
business get away from you. PREPARE 
FOR IT NOW by sending for this 
valuable free Window Trim which we 
ship prepaid. Also be sure to check 
your stock of Dr. Scholl’s Foot Com- 
fort Appliances and Remedies and or- 
der for your extra needs at once. There 
is no time to lose—so PLEASE ACT 
NOW. 


THE SCHOLL MFG. CO., Inc. 
213 W. Schiller St., Chicago 
62 W. 14th St., New York 
112 Adelaide St., East, Toronto 





GET RE 
NOwW— 
DR. SC 
FOOT C 
WEEK 




















Foot Com 


JUNE 5*" TO 12*h 
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The shoes pictured are two of the 
many WALKER T. DICKERSON designs 


in EVANS KID LEATHER. 


THE KID WITH A 
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& Walker T. Dickerson Company uses Evans White km. Many other substan- 


tial shoe companies use it also. They use it because they know that Evans White 
is-a better leather — looks better, feels better and wears better. EVANS KID LEATHERS 
— white, colored, or black — are tanned perfectly. They look smooth, feel smooth, 
stay smooth. They are tanned ‘nd glazed to retain the rich natural beauty of fine kid 
leather. They are supple, lovely skins, — perfect for the making of appealing foot- 


wear. Even the least technical minded woman can see the difference and appreciate it. 


Use EVANS KID LEATHERS for your shoes. John R. Evans & Company, Camden, N. J. 





A DEFINITE SALES INFLUENCE 








~ 
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In Stock 


THE HAWTHORNE, S-709; genuine white buckskin with brown calf trim 





WHAT’S THE USE IF IT DOESN’T SELL? 


A shoe may be ever so fine... may in fact be made of the best materials 
and workmanship . . . but what’s the use of carrying it if it doesn’t sell 
readily? That is where Florsheim excels . . . not only are Florsheims 
made of the finest materials and workmanship that money, care and 
experience can provide, but also they are the largest selling line of 
fine footwear in the world... and sales mean profits. If there is no 
Florsheim dealer in your community, write for our representative 
to call... he will be glad to show you our Fall and Winter line. 


| $Q50 $ 
RETAILING MOST STYLES AND 7 


THE FLORSHEIM SHOE 


THE FLORSHEIM SHOE COMPANY @ Manufacturers @® CHICAGO 
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